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For high-speed teminover 
get behind the fastest selling name 


The name ROGERS throws your paint turnover into high 
gear. You get faster turnover because— 


ROGERS is known and accepted without question. 

The complete ROGERS line is confined to fast movers. | 

ROGERS guaranteed quality builds repeat: business. 
Put your paint stock under the fastest selling name in paint 
history —and watch your profits climb! Write us at once for 
details of the famous Rogers “Maximum Profit from Minimum 
Investment” proposition. 

DETROIT WHITE LEAD WORKS, Detroit, Michigan 
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MAKERS OF HIGHEST GRADE PAINTS, VARNISHES, COLORS, LACQUERS 








Three Dollars a Year 
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- We are Unique- | 


Greenfield Tap and Die Corporation is almost the only firm 


you know which hasn't anything to sell at Christmas time. 


Ey 


We don’t think that our products would make the “‘Ideal 
Christmas Present’’ for the man about the house or the grow- 


ing boy. 


If we were asked what we wanted for Christmas, taps or 
dies, or even twist drills and reamers would never be found 


on our list. 


But Christmas is Christmas 


So, as long as we can’t think up any way of selling more 
taps and dies as a result of the holiday joy and friendliness, 


we shall content ourselves with wishing all our good friends 


in the hardware business a very merry Christmas! 












CORPO 


GREENFIELD, f MASS.., U.S.A. 





New York—15 Warren St. Chicago—13 So. Clinton St. 
Detroit—224-226 W. Congress St. ‘s 
Canadian Plant—Greenfield Tap & Die Corporation of Canada, Ltd., Galt, Ontario December 22, 1927 " 





HARDWARE AGE, published weekly by the [RON AGE PUBLISHING CO.. at 239 West 39th Street, New York, N. Y., U. S. A. Entered as second 
1913, at the Post Office at New York, under the Act of March 3, 1879. (Printed in U. S. A.). $3.00 per year. Single copies 
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Ames Aids to Sales—° 





Sell your shovel trade black 
shovels. Polished goods are 
like dress clothes on an over- 
alls job. And black shovels 
cost less and wear longer. 





























Seve points 


. Blade of —_ treated alloy steel 


. Finest Fare re as details of 


. Best handle known, genuine North- 


. All Dee - Handles, supplied in 
L, 


. Distributed by only the foremost 


THE AMES BEND—the perfect 
Shovel balance; often copied, never 
duplicated. 





with m to wear. 


finish readily prove. 
Lightest weight construction con- 
sistent with strength. 


ern Ash, second growth. 

OLIVER AMES Split Dee, I-D- 
Sturd-E, Wright Methl or Wooden 
Dee. 


wholesale and retail dealers. 













USE THESE IN YOUR 
SALES TALKS 















SHOVELS SPADES- SCOOPS 


AMES SHOVEL AND TOOL CO. . . . Ames Bidg., Boston 
Owner of Oliver Ames & Sons Corp., North Easton, Mass. Est. 1774 


Black Shovels Cost Less and Wear Longer 


1500 
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31-R 


MICROMETER 
DEPTH GAUGE 


List Price $11 


OUTSIDE SPRING 
CALIPERS 
List Price 


FOR 





HE advantage of a quar- 
ter century of tool-mak- 


ing experience goes into 
every Goodell-Pratt Preci- 
sion Tool. 


No better tools are made. 


No. 31-R Micrometer 
gauges depths of slots, holes, 
etc., by 1000ths, from 0 to 
3 inches. Ratchet mechanism 

gives it delicate touch. 


No. 500 Outside Spring Cali- 
pers, for transferring widths and 
diameters to the steel rule. Long 
screw gives greater measuring 
capacity than others of its size. 





Goodell-Pratt make a complete line of fine tools for 
carpenters, automotive mechanics, machinists and 
amateur mechanics. See our current advertising in 
Popular Science Monthly, Popular Mechanics, 


Carpenter, Automobile 


made than those bearing the 
name of Goodell-Pratt. 


GOODELL-PRATT COMPANY 
GREENFIELD, MASS. 


Trade Journal, 
Motor Service, American Machinist, and 
Machinery. There are no finer tools 


| Split Second 
Accuracy 


There is no finer mechanical accuracy 
than that of these ultra precision tools 


No. 213 6-in. Light Tempered 
Steel Rule is graduated on four 
edges. Graduationsare clear,sharp 
and easy to read — precise in be- 
tween as wellasoverall. . 


The Goodell-Pratt Line of Pre- 
cision Tools includes a complete 
range of micrometers, calipers, 
feeler and screw pitch gauges and 
surface gauges. 


These and other fine tools 
made by Goodell-Pratt are pic- 
tured and described in complete 
detail in our 400-page catalog, 
which will be mailed you on 
request. Send for it now. 






GOODELL PRATT 


1500 GOOD TOOLS. 
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UNITED STATES CHAIN & FORG 


NATIONAL AUTOMOBILE SHOWS—1928, New York City, January 7th-14th, Spaces C-79-80-81. Chicago, Ill., January 28th-Feb. 4th, Spaces 120-121. 
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Join the Leaders in the 
Tire Chain Business 


Reduce Your Cash Outlay with 


PYRENE Orr’n'On CHAINS 





The Pyrene Manufacturing Company 
were the first Chain manufacturers to 
appreciate the jobber’s and dealer’s prob- 
lem of carrying a tire chain for individ- 
ual tire sizes, and the investment which 
it involved, and the first to offer a remedy 
in a consolidated schedule of sizes of 
nine chains, taking care of seventeen in- 
dividual tire sizes, offering this remedy 


PYRENE 


TIRE CHAINS 








Here is an exam- 
ple of what 
OFF’N'ON Chains 
can do for you. 
Our number 1081 
covers six tire sizes 
for use in 23 cars. 











— 


to the trade for the 1925-1926 season. 

We are still leading in the 1927-1928 
season, with eleven chains taking care 
of approximately thirty-three tire sizes, 
each chain in a bag with the tire sizes 
clearly stamped thereon. 

Are you stocking one chain for each 
sized tire, or will you travel with the 
LEADERS? 


IW! 





Hi 
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Positive Lock—Slip-On Link 
Makes Safety Certain 


Pyrene Manufacturing Co. 


Newark, N. J. 


Branches: 


ATLANTA CHICAGO 


KANSAS CITY 


SAN FRANCISCO 


Makers of all types of Hand Fire Extinguishers and Chromine Radiator Freeze-Proof 
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LAMINATED 
~ PADLOCKS ~ 


The Biggest selling Quality padlock 
in the Field today « Barring none / 


There’s a Reason—Ask Your Jobber 


MASTER LOCK CO., Milwaukee, Wis., U. S. A. 
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” conaigy J. E. ORMAN 

“a President of The Dearing-Orman Mer- 
cantile Company of Russellville, Ala., 
one of the finest modern establishments 
in Alabama; also vice-president of The 
Tennessee Valley Bank, with branches in 
sixteen Alabama cities. Mr. Orman is an 
asset to his state, a civic leader, and more 
than that, a wise executive, a sound 
thinker, and a successful merchandiser. 








“We have handled Mansfield tires 
for some time and recommend them 
to our very best trade. Our customers 
have used them and found them 
exceedingly satisfactory.” 


HE answer to Mansfield’s sweep- 

ing success is the support of men 
like Mr. Orman, proprietors of leading 
stores all over the country. These 
men, by becoming an integral part of 
Mansfield’s unique distribution 
system, have found for themselves a 
profitable and happy business. 


The hearty co-operation of 
selected Hardware Whole- 
salers is the principle that 
has put Mansfield over 
in such a big way. 


The economies in sell- ' 
ing that they make i} F 


MANSF ECB 















possible, enables us to build the finest 
tire possible. They enable us to use 
extra rubber—tougher cord —in 
short, to give you better tires to sell at 
the ordinary price. 


Mansfield Tires are known and de- 
manded everywhere. Strong consumer 
advertising has broadcast the enviable 
reputation they have won on 
the road. Write us today, or 
call your nearest Mansfield 
distributor for details on 
this unique proposition. 
THE MANSFIELD TIRE 


& RUBBER COMPANY 
Mansfield, Ohio 


TIRES 





(ae 


RRR SRT 


NEEL MRI a ORE RT 


ERLANG ES 7. 
































HARDWARE AGE for DECEMBER 22, 1927 


| 4 ill 
ae 
SILVER (@ 
sTrEL SAWS 
The New Meteor Saws Nos. 7 and 8 
“The Saws with the Blue Stick’’ 


Woodsmen in the timber camps and the 
saw users on the farm, ask for the 
NEW SILVER STEEL Saws 
which are SEGMEN T 
GROUND, so they will cut 
fast, free and easy without 
sticking or binding. 














Bs Sie all 





OMNES CER 


EAGT oA 


Millions of advertise- 
ments in magazines 
are creating a de- 
mand that means 
profits for you 
if you carry 
ATKINS 
SAWS in 









Order Atkins “Blue Stick’ 
Cross Cut Saws NOW 


Ask your jobber for Atkins “Blue Stick’’ Cross 
Cut Saws Nos. 4, 5, 7, 8, 12, 553, popular “4 pocaay 
cutter” patterns. Specify Nos. 540 or 550 if “2 ee 
cutter” saws are wanted. If you desire One Man 
Tuttle Tooth Cross Cut Saws ask for No. 390. 
We have other patterns, such as Nos. 51, 52 and 
67, and 68 for the western timber. 

















Atkins Cross Cut Saw book descriptive of 
c= gs: ph Cross Cut Saws, Cross Cut Saw Tools and 


eto Handles FREE to you on request. 
a E. C. ATKINS & COMPANY 


Ne. 5 Sew Tool 





Pana ssh OE Te 





























Established 1857 The Silver Steel Saw People 
Home Office and Factory: 
402 S. Illinois St., Indianapolis, Indiana 


Canadian Factory: Hamilton, Ontario Machine Knife Factory: Lancaster, N. Y. 

















Branches carrying complete stocks in the following cities: 


Memphis Minneapolis New York City San Francisco Vancouver, B. C. 


Paris, France 


Atlanta Chicago New Orleans Portland, Ore. Seattle 
Branch Houses: Cc 
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_ buying benine i in the country 


AS originators of the Tubular and 
Clinch rivets and with a record of 
more than fifty years of successful ac- 
complishment behind us we know that 
this product cannot be made better or 
priced fairer than we make them and 
price them. 


KHAN TTT 


TUBULAR RIVET & STUD 
cat tgrmmire COMPANY 


J. T. McDEVITT 


msm BOSTON 
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A Fast clean cutting abrasive cloth 
for all metal finishing. 


Cuts with greater speed—lasts 
longer—gives a far better finish— 


It’s the cloth that is uniformly 
coated with Aloxite—a manufac- 
tured abrasive. 


SRS RTT tae etl AR 


Every mechanic is a 
customer for Aloxite 
Cloth in Economy 








Carborundum is the Registered Trade Name 
used by The Carborundum Company for Sili- 
n Carbide, This’ ie Mark is the exclu- 














or in 


Economy Rolls 


Sold in 9x 11 inch sheets 


in all Standard Grits 


THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. 
CANADIAN CARBORUNDUM CO., LTD., NIAGARA FALLS, ONT. 


Sales Offices and Warehouses in New York, Chicago, Boston, Philadelphia, Cleveland, Detroit, Cincinnati, Pittsburgh, Milwaukee, Grand Rapids 
Deutsche Carborundum Werke, Dusseldorf. Germany 


The Carborundum Co., Ltd., Manchester, England 


SAMPLES AND PRICES ON REQUEST 
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“h. This door holder really works. Try it / 


5 


You have seen door holders that 
wouldn’t hold. The best way to 


ROE 


SSR: 


Rie Bisa 


prove that this holder holds is to in- 


stall one on your own doo 


a: ber: | 


means of demonstrating it to your ‘ : 
customers. Guaranteed to cover the : 


points outlined in item one 


Selling Points of the Stanley Door Holders Nos. 456 and 457 


— 


- It will hold open doors of any weight even though 
equipped with a door closer, on any kind of floor—wood, 
tile, concrete, linoleum—and even on a sianting or 
uneven floor. 

2. A spring in the plunger base gives added pressure 

against the floor. 

3. Operated by a slight pressure of the foot on the bottom 
of holder. There is no chance of scratching the door. 

4. The composition rubber tip is made oversize to give 
long wear. 

5. No. 456 is made of Wrought Steel and No. 457 of 
Wrought Brass. Both types are furnished in standard 
finishes. 

6. Regularly packed one in a box. Also supplied in display 

carton with two holders finished in dull brass, and one 

in antique copper; each in its own box. 








THE STANLEY WORKS, NEW BRITAIN, CONN. 
New York Chicago San Francisco Los Angeles Seattle 





[ STANLEY ] 














below. 


SN iia 


beer 


DOOR HOLDER) 
By. 


s 


Sie 


Stanley Door Holder 
Display Carton 


Door Holders are pack- 
ed one in a box; three 
boxes in a carton. 





(sw) 





STANLEY HARDWARE 


MADE OF STANLEY STEEL 
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Osborn Sanitary Brush. Correct size, 

shape and bristles for the most effi- 

cient cleaning. Lye, sani-flush, and 

other strong cleaning compounds 
will not injure it, 





Refrigerator Brusn. Made of stiff bristles, 
with long, flexible handle for cleaning 
refrigerator drain pipes. 


Help Yourself to 
Bigger Brush Sales 


Your store is the logical place for women 
to purchase these household necessities, 
yet every day hundreds of similar brushes 
are sold to housewives by door-to-door 
can vassers. 






Vegetable Brush. Stiff fibre of 
right quality for scouring vege- 
tables without injury. Also for 
cleaning pots and pans, canvas 
sport shoes, etce 


Despite the fact that Osborn Brushes sell 
for less money, they are equal in quality 
to any offered by canvassers. 


Display Osborn Brushes so that women 









can inspect and handle them, and the sales ca 
that result will steadily lessen the + 
canvasser’s market in your vicinity. ee 

[yi 8 ¥ 


TWé OS80RN MANUFACTURING COMPANY 


5401 Hamilton Ave. Cleveland, Ohio 


BRANCH OFFICES: 
NewYork Detroit Chicago SanFrancisco Los Angeles 


Dish Mop. Made of fine white yarn, 
which readily absorbs soap and water, 
and can be cleaned easily by boiling. 





Bottle Brush, The crank- 
shaped handle makes this 
brush ideal for cleaning sides 
and bottom of nursing bottles 
and other small containers. 


A BETTER WEARING BRUSH FOR EVERY USE 
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MANUFACTURERS 
NOTE— 


A Few Exhibition 
Rooms Are Still 
Available— 
WIRE YOUR 
RESERVATION 





cmcaco \ 
HOUSE FURNISHING 
EXHIBIT 


~. HOTEL 
Make a Note , 


on Your Calendar 
Pad Today— 
and Plan Your 
Work So You 
Can Get Away! 



































Every House Furnishing Goods buyer 
should attend this Exhibit, because:— 


(1)—It affords an opportunity of seeing a 
great number of lines in a short space 
of time, at a minimum expense. 

(2)—The most representative manufacturers 
will exhibit their products here. 


(3)—The educational advantages are un- 
equaled. 


(4)—The Pot and Kettle Club, composed 
of buyers of the leading house fur- 








DEALERS nishing departments of the country, 

NOTE— have called their annual meeting to be 

held at the Stevens Hotel during the 

This Exhibit Is Sponsored rae The peerage is _ 
ucting its Janua arket at 

By the Pot and Kettle Club. same » Hy vik tr 


NATIONAL HOUSE FURNISHING MANUFACTURERS ASSOCIATION 


Room 904—666 Lake Shore Drive, Chicago, Ill. 
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@¢@ For sixty years the Murphy Varnish Company has been making varnish. Sixty 
= years is a long time—long enough to test any finish, or any reputation. If a 
the Murphy Company has a reputation for making good finishes, it must be 
because throughout that sixty years it always tried to make the best it could. 39 


<—_> 
Murphy ‘ 


Beas 


Brushing 
| Lacquer 





MURPHY 


You can’t make and sell, for 
over sixty years, a line of fin- 
ishing materials like Murphy 
without impressing solidly the 
guality of the product. 

Yet Murphy is always up to 
the minute in the industry... 
advertised nationally ... and 
serviced to bring results in the 
face of the hardest competition. 

The products illustrated are 
a few of the Murphy special- 
ties which pay dividends to 


dealers. Write us for details. 


MURPHY VARNISH COMPANY 


NEWARK - CHICAGO + SAN FRANCISCO 
MONTREAL 





Murphy 
Da-cote 


| RED 


| Enamel! 
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“A Most Substantial 
Increase” 


66 ee one year ago we took 

on the du Pont line, believ- 
ing it to be the best we could find, 
and now we are convinced this is 
true. Our paint department is fast 
growing, and we have shown a sub- 
stantial increase each month. The 
local and national advertising, along 
with your merchandising helps, have 
given us great assistance. We rec- 
ommend your line to any dealer 
who wants to increase his paint 


business.” 


Carrol Hardware Company 
Baltimore, Maryland 


Reg. U. 8. Pat. Off. 


Write for the du Pont proposi- 
tion to E. I. du Pont de Nemours 
& Co. Inc. Independence 
Square, Philadelphia, Pa.; 21 
East 40th Street, New York City; 
2100 Elston Ave., Chicago, IIl.; 
Everett Station No. 49, Boston, 
Mass.; 569 Mission St., San 
Francisco, Cal. 





PAINTS VARNISHES 





ENAMELS — DUCO 
































Copyrighted 1926. Pat. Applied For 











PEE GEE 

Color Selectors 
Each Selector (one for ex- ff 
teriors and one for interiors) § 
by a simple turn of the dial 
brings to view 15 attractive 
color schemes. They solve . 
the problem of color har- 
mony and they help sell 
paint. There is no charge— 
just write. 











we do more than talk about it 


face and ep 
F 


John O. Fox of Putnam, Conn., wrote and said, ‘You 
hear a lot about co-operation, but most of the fellows 
who write about it just write about it and that’s all. You 
have shown me things —you are the greatest crowd of 
go-getters I’ve ever met,” and he said a lot of other nice 
things, but the big point is this— Pee Gee does more than 
talk about co-operation; you get it, and it shows up in 
the form of profit. And when all is said and done, that’s 
what you are interested in more than anything else. 


It won’t obligate you in the least to drop us a line 
and get the full details of Pee Gee Team Work 


Peaslee-Gaulbert Co. 


INCORPORATED 











LOUISVILLE - ATLANTA - DALLAS - HOUSTON 

















HARDWARE AGE for DECEMBER 22, 1927 








Look for Cross and Circle 
Printed in Red 








Mixed in One Minute 
With Cold Water. Ready 


to Apply Immediately 





Means Alabastine— 
Needed in Every 
Modern Home 


Here is a real opportunity for dealers to build bigger 
profits—Stock Alabastine, the sanitary wall coating 
which millions prefer to kalsomine or wall paper. 
Alabastine is sanitary, non-fading,durable, inexpensive. 
It does not rub off, yet washes off easily, and offers 
your customers a choice of twenty colors. 


An extensive national advertising campaign has told 


morethan 25,000,000 people monthly about Alabastine. 


Dealers everywhere who give a fair amount of shelf 
space and window display to Alabastine (and there 
are now more than 30,000 of them) are reaping gen- 
erous profits. Any jobber can supply you. 


Free to Dealers 


Let us help you to make real profits, Mr. Dealer. Write 
for our booklet illustrating attractive, new Opaline effects 
obtained with Alabastine—a revelation to you and your 
customers. Also ask for information concerning our 
special Stencil offer, and our free offer of high-grade, all 
bristles, 7-inch wall brush. And at the same time permit 
us to put you on our list, along with thousands of other 
dealers, to receive, without cost, our helpful and interest- 
ing publication, “Brush and Pail.” 


Alabastine Company - Grand Rapids, Mich. 





INSTEAD OF KALSOMINE OR WALLPAPER 
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100% Pure cannot be ma 


now WHAT YOU BUY 


ORISH 6 


Masry ‘ 
Promcens or 100% Pont anise 





























s Chan ging 
ARNISH MERCHANDISING 


HEN you sell Varnish to your customers, do 

you know what is in the can that you recom- 

mend? If you sell Martin’s 100% Pure Var- 
nish, you do know, and your customers know, for the 
formula is printed on every can, Your reputation for 
selling the BEST in Varnish rests securely on the 
Pure Fossil Gums, Pure Vegetable Oils, Pure Tur- 
pentine (no benzine and no rosin) in the Martin’s 


100% Pure Can. 


MERCHANTS, CONSUMERS and PAINTERS 
are requiring better Varnish value each year. The 
average buyer does not care to pay high prices for fin- 
ishes made wholly or partly from substitute materials, 
We invite inquiries from progressive merchants who 
are interested in securing the agency for the “Sterling” 
trade marked 100% Pure Quality Varnish. 


“Know What You Buy” 
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ONE GALLON U.S. MEASURE 
OUTSIDE WHITE 


eee ity 
merchandise 
Monarch 100% Pure Paint and the M-S line 
of Popular Pulut Produces hove Mae: building 
customer confidence for thousands of dealers 
everywhere for nearly half a century because 
ui ee 
. manufacturing cost. 


PURE PAINT 


Pioneers of 
Pure Paint 


clusive paint franchise or a ; r 


there is an indivi 
your consideration. 


Let us prove it to y 
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Screw 
Driver 


You can assure your customers that if “‘it’s a 
PEXTO” you have sold them a tool that is of Naas 
_highest quality, fully guaranteed as to work- 
manship and material and a tool that is de- 
signed to do properly the work for which it is 
intended. Drawknife 


The PEXTO line covers a great variety of 
Mechanics Hand Tools, and if you do not have 
our No. 26T Catalog on your desk or in your’ file 
we would be glad to furnish you with one. 





+ pS Re ig RG i na eg 


The Peck, Stow & Wilcox Company 
Southington, Conn., U. S. A. 


Worth While Cools 


No.8010D 





















Wrench 





Pliers 
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A Mechanical World In Itself 


Those who go through the Brown & 
Sharpe plant very frequently come out 
with the impression of having visited a 
mechanical world in itself. 

Every facility exists in this plant for 
making Brown & Sharpe precision tools 
with almost unbelievable accuracy and 
for testing them with painstaking care. 
This work is done so well that the per- 
formance of Brown & Sharpe tools is 


recognized as setting a standard of accu- 
racy by mechanics in shops all over the 
world. 


In the Brown & Sharpe plant also ts established 
our policy of backing hardware and supply dealers 
by practising the strictest adherence to catalog 
prices and terms. 


BROWN & SHARPE MFG. CO. 
Providence, R. I., U. S. A. 
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GHARPE 'TOOLS 
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“World’s Standard of Accuracy” 
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By Llew S. Soule 


TIME TO CHANGE HABITS 


HE greatest obstacle in the path of the 

retail hardware merchant today is Habit. 

We are all creatures of hab:t, and business 
habits acquired ten, fifteen or twenty years ago 
are serious handicaps when applied to business 
problems born within the last few years. Habits 
are inflexible, and modern business demands flexi- 
bility to meet constantly changing conditions. 

We do not believe that there has yet been 
devised a better or cheaper method of merchandise 
distribution than from manufacturer to jobber, 
to retailer, to customer, provided each link in the 
chain functions properly. If there are weaknesses 
apparent today, they are due to those who make 
up the system rather than to the system itself. 
The tool is all right. It is simply a matter of 
adjusting it to fit new features of the job, but 
Habit insists upon the old “settings.” It is like 
trying to bore a half-inch hole with a quarter-inch 
bit, when there are half-inch bits in stock. 
We recently received a letter from an official 

of a large mid-western manufacturing company, 
in which he said: 


“I can’t see where the chain stores have any dif- 
ferent method of distribution than what is termed 
‘the established one,’ except that by grouping units 
they eliminate a little expense here and there, and 
they do give a kind of service which many people evi- 
dently want. 

“TI have seen it tried, and I know whereof I speak 
when I say that any independent store can do the 
same thing the chains are doing, and do it better. 
It is just a case of the independent retailer adapting 
himself to changing conditions. At the same time the 
jobber and manufacturer must also adapt themselves 
to conditions as they find them. They are as much 
interested in the retailer’s problem as he is himself. 

“The hardest thing to overcome is prejudice and 
custom. Dealers have been doing business in a cer- 
tain way for years, and have been fairly successful. 
Now, however, when conditions require a change, 
prejudice and custom say it can’t be done. But— 
someone else does it, and the old-fashioned dealer 
sits gn the side line and watches the procession go 


There are three basic reasons why chain stores 
have met with such success to date—Price, dis- 


play and advertising. They all hinge more or 
less on habit. 

It had long been the custom for retail hard 
ware merchants to keep their merchandise on 
shelves and in boxes, with comparatively few items 
on display. People did not know that there were 
so many items which could be sold for ten cents, 
twenty-five cents, fifty cents and a dollar. The 
chain store men had no such habits. They sorted 
out the merchandise, put it all on display and 
reaped a harvest. 

Hardware advertising had been. deplorably 
weak. In many cases it was of the old “John 
Jones Hardware” type. Chain stores capitalized 
on telling people what they carried, and how 
much it would cost. 

Then there was the matter of price. Custom 
had created costly habits in the form of so-called 
services from manufacturer to jobber to retailer 
to consumer, which, in many cases, left loop holes 
for less service and lower prices. The chains have 
but two services: merchandise and price. If they 
can win out on that basis alone, then they deserve 
to win. 

Proper economies and sensible cooperation can 
eventually wipe out the bulk of the price obstacle. 
provided the dealer does not become obsessed with 
the idea of going into the ten cent store business. 
No independent hardware merchant can ever 
make any real money by switching his entire stock 
from a quality to a price basis. He should be 
able to meet chain store prices on strictly hard- 
ware items, but he must also be able to sell quality 
items on which there is no chain store competition, 
and he must do his part in lowering distribution 
costs. 

The questions of display and advertising have 
been settled for him. He must either put his goods 
on display and advertise them properly, or get 
out of the merchandising picture. Price means 
nothing unless there is something in plain sight 
on which to pin that price. 

Meanwhile old merchandising habits must go by 
the board. The new habit of keeping your busi- 
ness adjusted to changing conditions has the floor. 
If you don’t believe it, ask Henry Ford. 
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LICE JACKSON WHEATON is the pen name 

adopted by Mrs. George S. Wheaton, wife of 

the president of the Minnesota Retail Hardware 

Association. Mrs. Wheaton has recently been ap- 

pointed chairman of the Biblical Literature De- 

partment, Federation of Women’s Clubs, and is a 
writer of recognized ability. 


as clerks in the smaller general hardware store, except 

in emergencies when wives and sisters and daughters 
could be counted on to offer both service and advice with- 
out the disadvantage of an extra name on the pay-roll. 
We found, on the other hand, the hardware depart- 
ments in department stores quite committed to women 
clerks, with an average perhaps of fifteen women to 
five men.’ The economic side, or strictly speaking the 
economy side enters into consideration here and this 
phase of the question will be further discussed. 

Managers of general hardware stores which are more 
or less departmentized are coming to be more and more 
sold on the woman cierk for certain departments. They 
are the ones who are making a study of it as it affects 
their own special problem. They are realizing that 
women are doing more and more of the buying for the 
American family, and that the specialized store must 
create an atmosphere and an individuality which will 
attract desirable women patrons. They are well aware 
that the right sort of women on their salesforce can 
contribute much toward securing this individual atmos- 
phere. 

When buying houseware, electrical goods of certain 
kinds, cleaning supplies, etc., the woman customer will 
prefer to deal with someone who has first hand prac- 
tical information about these lines. As one manager put 
it, “Women are more comfortable to talk over these 
things with women. Both enjoy a little argument over 
the proper curve of the blade of a paring knife, or the 
best brush to ferret out two year old dust in a radiator.” 


L: seemed quite necessary last week to debar women 
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A Woman Clerk 








in your 


Hardware Store 


(PART If) 


By Alice Jackson Wheaton 





A man’s information about such things is necessarily 
more or less second hand. The best thing he can say is, 
“The ladies tell us thus and so,” or “This is the kind 
we use at home.” Let us hope the recording angel isn’t 
too attentive at such times, or hasn’t a,system of cross- 
references in his record book, for many dear wives and 
mothers would be quite astonished to know the variety 
of utensils they have had in their kitchens, and the 
extraordinary uses to which they have been put. 

With the introduction of the new lacquers and spray- 
ers in the paint line, women are becoming heavier users 
of inside paints, and seem to like to talk over these little 
renovating jobs with another woman. A familiar sight 
of late in hardware stores is a pretty woman in a gay 
smock with sprayer and lacquer cans and wood novelties, 
on the table in front’of her, selling by demonstrating. 

One manager even stated that several paint contrac- 
tors sought otit the woman in his paint department and 
gave their big orders to her instead of to the men. 

Departmentized hardware using one’ or two or per- 
haps three women clerks are deciding for them mainly 
on the basis of their individual” éfficiency. Managers 
say that women clerks are like the little girl with the 
curl right in the middle of her forehead.’ I was much 
interested in finding out what her special qualifications 
are when she happens to be “very, very good.” 

Under the same circumstances and conditions, she will 
keep her stock in better shape than a man. She may not 
take any more pride in neat, clean and artistic displays 
of her wares, but she will work harder to maintain such 

(Continued on page 69) 
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Merrier Christmas 
than ever; happiness 
and prosperity in the New 
Year for the hardware trade, 
is the sincere wish of the 
entire Hardware Age Staff. 
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This Is What They Tell Me, I 
Wonder If It Is True? 


By Saunders Norvell 


ATURALLY, here in New York one is in almost 
N daily contact with other manufacturers. A sub- 

ject that has constantly been bobbing up in their 
talks about distribution throughout the past year has 
been the “missionary salesman.” Now, may I be allowed 
to tell some of the things that these manufacturers say 
about this system of selling goods without having the 
opinions expressed immediately laid at my door? 

* * a 


No one, as far as I know, is taking any shots at the 
missionary salesman in a personal way. The missionary 
salesman is a part of a system. There are very serious 
objections on the part of a number of manufacturers to 
this system and the manner in which it works. Just to 
be on the safe side, I do not, in this article, propose to 
inject a single suggestion of my own. I will merely 
write as clearly as I can what a number of leading 
manufacturers have had to say to me on the subject of 
this system of distribution. 

k * +* 

The missionary salesman is a product of the keenness 
of modern competition. Fifteen or twenty years ago he 
was almost unknown. Manufacturers had their own 
salesmen who sold jobbers or retail merchants. Jobbers 
of course had their salesmen who called on their cus- 
tomers. Some jobbers, at their own expense, educated 
and sent out special salesmen selling special lines, such, 
for instance, as sporting goods, guns or cutlery. Some 
jobbers even sent out special builders’ hardware sales- 
men. However, the point must be emphasized that in 
those days these salesmen worked exclusively for the 
jobber and the jobber paid their salaries and expenses. 
No manufacturer was expected to help finance these 
special salesmen. 

% x * 

As time passed, manufacturers at first decided to send 
representatives to the sales meetings of jobbers. The 
object of these salesmen was to teach the jobber’s sales- 
men how to sell their lines. This seemed to be a per- 
fectly legitimate function. Naturally the manufacturer’s 
representative knew more about his line of goods than 
the buyer of the jobber or the jobber’s salesman. There- 
fore it seemed only logical and reasonable for the manu- 
facturer to have a representative at the annual sales 
meeting of the jobber to instruct his salesmen. 

* * * 

Then certain jobbers prevailed upon manufacturers 
to go just a step farther—wouldn’t their special repre- 
sentative visit the larger trade in the city where this 
jobber was located, show their samples and talk up their 
lines? No doubt sales help of this kind led to practical 
results and it was not very expensive because the manu- 
facturer’s salesman was already in town and it cost only 
his hotel bill and his time to visit the large retail trade 


in that city. 
* * * 


The next move in the evolution of the missionary 


salesman was when a jobber asked a manufacturer if he 
would not allow one of his men to go out into the 


territory with his salesmen, call on his customers, show 
samples, sell goods and turn over these orders to the 
jobbers. Now, when this system got under full swing, 
as it has in a number of territories, it brought about 
in full bloom the modern system of the missionary sales- 
man. 

* * * 

The first objection to this system of selling is its 
enormous cost. Goods, in order to stand this system, 
must be abnormally profitable. Now that competition 
in many lines has cut down profits, the strain of the 
terrific cost of missionary salesmen has been more and 
more felt by the manufacturers. The system simply 
means that goods must first be sold by the manufac- 
turer to the jobber. In bringing out new lines, this is 
often very expensive as jobbers naturally are rather 
slow to change their lines. It means changes in their 
catalogs and a general disturbance of their business. 
Very high and strong pressure must be brought upon 
jobbing houses to convince them that it is to their inter- 
est to change a line of goods. Often relationships of 
many years’ standing must be broken up by such changes. 
Therefore, much time is consumed in the selling of the 
jobber by the manufacturer’s salesman. 

o* * 

Often, in the intense desire of the manufacturer to 
persuade the jobber to take on his line, he makes very 
wild promises in the way of missionary salesman assist- 
ance after the line is once adopted. However, in any 
event, where a missionary is used, the goods are first 
sold from the manufacturer to a jobber by one sales- 
man. Next the same goods are again sold by this same 
manufacturer through his missionary to the jobber’s 
customer. Therefore the same items are sold twice at 
the expense of the same manufacturer. This means 
that the selling cost is simply doubled. 

oe = 

In addition to this, the jebber has a salesman who, 
either as a director or an assistant, is also partially active 
in the sale. Consequently, we have the illuminating 
picture of three expensive salesmen, all with expense 
accounts, selling the same goods. Now, it does not take 
very unusual intelligence to grasp the fact that a loading 
of such an expense account upon goods must either 
take away all of the manufacturer’s profit or put the 
manufacturer “in the red.” In most lines there is not 
a sufficient spread between the manufacturer’s cost and 
his selling price to cover this abnormal expense and 
still leave any net profit. So the first objection to this 
system of selling is its COST. 

* * * 

However, there are other objections. In these days, 
many jobbers’ salesmen travel by automobile. They 
own their own machines. They have established a regu- 
lar price of from five to ten dollars per day for carrying 
around the missionary salesmen to help them sell goods 
to their own customers. The missionary salesman is 
expected to pay this tariff and he, in turn, of course 
charges it up to his house. 
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Then there are not a few cases where the regular 
jobber’s salesman instead of carrying one missionary 
around with him, transports several at the same time. 
We therefore have the edifying spectacle of an auto- 
mobile full of salesmen who, for the time being, repre- 
sent the same house, being taken around to see the trade, 
each of these several salesmen paying the jobber’s sales- 
man very liberally for the privileges of transportation. 
As a matter of fact—so some of these manufacturers tell 
me, some jobbers’ salesmen are earning more money 
conducting a taxi service for missionary salesmen than 
they are from the flat salaries they draw from their 
concerns ! 

a a 

It is also not difficult to imagine that when this small 
army of salesmen descend upon one dealer at the same 
time, all of them can not simultaneously enjoy the time 
and attention of the buyer. So while one of these special 
salesmen is engaged with the buyer, the others wait. 
Just imagine the loss of time. 

* * * 

However, the objection to this system does not end 
even here. I am informed that in the case of some manu- 
facturers who do not give an exclusive territory on their 
line of goods but sell all the jobbers, they will have a 
number of missionary salesmen representing different 
jobbers in the same territory at the same time; also that 
it is no uncommon sight for two or more jobbers’ sales- 
men to be in the same town working the trade, each of 
these jobbers’ salesmen being accompanied by a mis- 
sionary salesman from the same manufacturer. The 
manufacturers who tell me this say that in their opinion 
this situation has reached the point of absurdity. 

* * * 


Then I am informed that some lines of goods are 
highly seasonable. All of the goods are sold in a very 
short period in the spring or the fall. On account of 
the shortness of the selling season, selling must be very 
intensive. In such lines, the manufacturers find it 
necessary to prepare themselves in advance with extra 
missionary salesmen to travel with the jobbers’ sales- 
men at the height of the selling season. These sales- 
men must be employed in advance. They frequently 
must be hired, placed on the payroll, trained and held 
for a considerable length of time, awaiting the selling 
season. 

* * * 

Of course, in the case of a manufacturer who has a 
large number of jobbing distributors, all of whom expect 
missionary assistance, it is simply out of the question— 
beyond the bounds of reasonable expectation, when the 
season starts to supply each of the jobbers with the 
number of missionary salesmen he expects for the dura- 
tion of a short selling season. 

* * * 

Under such conditions, the sales manager of the 
manufacturer is almost a candidate for a lunatic asylum, 
and it is no wonder. He dispenses his salesmen and his 
missionary salesmen to the best of his ability. He 
endeavors to please every jobbing customer but he has 
attempted an impossible task. If, for instance, he has 
some one hundred and fifty good-sized jobbers on his 
list and if each of these jobbers should require only 
two missionary salesmen to help them in the selling 
season, this would require, at the lowest estimate, three 
hundred missionary salesmen trained and equipped to 
help out these jobbers. The task is impossible; the 
manufacturer usually falls down; the jobber is dissatis- 
fied and naturally he makes the claim at the end of the 


season that the manufacturer has failed to keep his 
promise to supply him with missionary support. There- 
fore, say these manufacturers, the missionary system 
is a constant bone of contention and a constant cause 
of trouble and friction. 

a. ae 

Then, in one case, a manufacturer told me that cer- 
tain jobbers had become so spoiled, to use his expression, 
by the assistance of missionary salesmen, and their sales- 
men had become so spoiled by the help they had received, 
that just as soon as the missionary was removed, the 
sales on this line of goods immediately stopped. 

* * x 

One case was called to my attention where a certain 
jobber wrote a very strong letter to a manufacturer, 
stating that unless he received better missionary assist- 
ance the coming year than he had received in the past, 
he would drop this manufacturer’s line and put in an- 
other line as this other manufacturer had promised to 
give greater cooperation. The first manufacturer in 
this case looked up his records and found that seventy- 
five per cent of all the goods that had been bought from 
him by this jobber the previous season had been sold 
by his own missionary salesmen! Let me be clear— 
this manufacturer stated that he first sold these goods to 
this jobber with his regular salesmen and then, with his 
missionary salesmen, he went out into the territory of 
this jobber and sold seventy-five per cent of all the 
goods that were purchased throughout the year. Then, 
at the end of the year, this jobber wrote that unless he 
received better support, he would be compelled to change 
his line. This manufacturer naturally wondered what 
kind of support this jobber expected. Did he expect 
the manufacturer to sell all of his goods for him? There 
is certainly a very small margin between seventy-five 
and one hundred per cent! 

* * * 

I have asked some of these manufacturers whether 
this missionary system is general all over the country. 
I was interested when I was told that it flourishes more 
in some parts of the United States than in others. This 
method of distribution seems to be especially active in 
the Southern States and Southern jobbers seem to be 
more insistent upon having missionary salesman assist- 
ance than Northern jobbers. In some of the Northern 
and Western States, the system is just beginning to take 
hold. Out in the far Western States and in California, 
it is almost unknown. The missionary salesman is the 
exception and not the rule. 

ee 

A study of these statements, which of course are very 
general, would lead us to to conclude that missionaries 
are not as numerous in the far West as in the more 
thickly populated parts of the country for two reasons, 
one of them being the fact that the far Western jobbers 
have always been more self-dependent in selling their 
goods than some of the jobbers in other parts of the 
country. They have not asked for assistance and they 
do not seem to expect it. They have been so widely 
separated from the more thickly populated parts of the 
country for so many years that they have learned to 
stand firmly on their own feet. In fact, there are many 
jobbers in various parts of the country who absolutely 
decline to have any missionary salesman assistance. 
When suggestions of assistance are made to them, their 
reply is: “No. We do not wish sales assistance. We 
can sell our goods ourselves. That is our business. If 
you have any surplus that is worrying you, give us an 
extra discount in the price of your goods.” 

(Continued on page 70) 
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Hamp Williams Says Various Branches of 
Hardware Industry Are Still Far Apart 


Epitor HarpWARE AGE 
New York City. 

Some three years ago the Hardware Council was 
formed. This council is composed of representatives of 
hardware manufacturers, hardware jobbers and_ hard- 
ware retailers. “They say” that this Council is func- 
tioning nicely; that through it the various branches of 
the trade are getting acquainted with each other. 


The cause of the formation of the Council was the 
imprudence of the retailers. In their desperate attempts 
to buy so that they could meet competition, they had been 
flirting with the manufacturers, and the jobbers got 
jealous. So—they all decided to form the Hardware 
Council, with “the latent thought that the best interests 
of each branch of the trade would be served by mutual 
consideration of each other’s problems.” Up to the 
present time their meetings have been rather unproduc- 
tive, and have been held in a room with three windows, 
with each delegation seated near a window so that they 
could make their escape should any unkind word be 
uttered. 

They say now, however, that they are all drinking 
soothing syrup out of the same bottle. 


They need to be waited on by a delegation of small 
hardware merchants, who are being put out of business 
by the mail order and chain store competition. “They 
say” that their last meeting was a good one, but they will 
probably wind up by recommending an educational cam- 
paign for the retailer to show him that he is a “dam- 
phool” ; that it isn’t price he needs at all, but education. 
Well, they have had five meetings, and are to have two 
every year until they have decided what to do. 


I know a retail hardware man out in Texas who 
could tell them what to do in less than fifteen minutes. 
Our representatives in that Council need to drink a little 
fighting whiskey instead of so much soothing syrup. 


The manufacturer should be made to understand that, 
if reputable and dependable lines of hardware are to 
remain, the legitimate jobber (not the semi-jobber) must 
be protected. Next, the jobber must be made to under- 
stand that the retailer must be furnished with merchandise 
at prices and quality which will enable him to meet all 
legitimate competition, and in such quantities as the 
retailer is able to buy and pay for. 

Finally, the retailer must be made to understand that 
if these things are done for him, he must do something. 
Let the jobbers and manufacturers say what he should 
do. We are willing to do anything legitimate in order 
to be armed with material to meet competition, provided, 
of course, that we are not asked to buy in larger-quanti- 
ties than we are able to handle and pay for. There are 
several things that the jobbers may ask us to do, which 
we are not doing, but should do. 

“They say” that the jobber can’t tell the manufac- 
turer what to do; neither can he tell the retailer what 
to do. However, we can all be told what is best for 
us to do in order that the best interests of the trade be 


served. If the jobber will put me in position to make 
money, I’ll be willing to accept his suggestions on things 
I should do in order to better conditions. 


Henry Ford has been telling me what to do for twenty 
years. I get awfully mad sometimes, and cuss him out, 
but I don’t cuss him to his face. The profit I make on 
his goods offsets his arbitrary rules. The jobber needs a 
little more independence if he is to remain the “go- 
between.” We will never get anywhere by begging. 
Diplomacy is a good remedy, but easily overdone. 


From the number of letters I am receiving from all 
parts of the country concerning my suggestion of mer- 
chants going together and employing a buyer, I am 
convinced that we are all studying about the same 
problem. 


A young lady asked her sweetheart what he was 
thinking about, and when he replied, “The same thing 
you are thinking about” she became offended and said: 
“T have a notion to slap you in the face, you naughty 
thing.” 

It is my opinion that if we do anything to hold dis- 
tribution in its natural channels—from manufacturer to 
jobber to retailer to consumer—we are going to have to 
do it through our associations. That is why the Hard- 
ware Council was formed. It was never our intention 
that we as individuals should fiight this out single 
handed. We can’t get anywhere that way. I don’t see 
anything for them to be afraid of. We are all—manu- 
facturers, jobbers and retailers—losing business, and 
none of us are making very much money. The compe- 
tition between jobbers is very strong, and one is afraid 
to say anything to the retailer for fear some other job- 
ber will get his business. Through associations, how- 
ever, the trade certainly should be able to find a sensible, 
legitimate way to improve the present situation. For 
example, there is so much overlapping of jobbers’ terri- 
tories that there is a lot of mighty expensive duplicat- 
ing of salesmen and selling effort, which certainly means 
a great waste. 


At a meeting of the manufacturers, jobbers and. re- 
tailers at Atlantic City, in October, 1923, I. made this 
statement: “The manufacturers, jobbers and retailers 
are pretty well organized, but what they lack more:than 
anything else is a proper understanding of each other’s 
rights, and a proper respect for those rights. The com- 


ing together and discussing our . differences as we are . 


here today, and as we did at our meeting last June, and 


as I hope we will again at our next National meeting in . 


San Francisco, will go a long way toward adjusting these 
various differences.” 


That was four years ago, and it is worse now than it 
was then. They are further apart, notwithstanding the 
organization of the Hardware Council. There has been 
a lot of recommending and suggesting, but that don’t 
mean much unless the rank and file put the suggestions 
and recommendations into practice. So far they don’t 
seem to have done so.—Hamp Williams. 
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Christmas Illumination Grows in Favor 


Beautiful lighting in Cleveland, Ohio, brings out thousands 
to gaze at the spectacle 


generous use of lighting to stimulate trade. 

Light is, without doubt, one of the most potent 
factors we have in present day merchandising. The large 
and successful stores are the most liberal users of it 
and they find that it pays handsomely. 

Community lighting is coming to the fore as a force 
for good results in many directions. The community so 
illuminated will boast a business section that does not 
suffer from indifference. Its people cannot resist the 
drawing power of light. 

It is most interesting to note the tremendous success 
of the lighting arrangement pictured here. This was 
carried out in the city of Cleveland, Ohio. Twenty 
thousand. . multi-colored lights blazed into Christmas 
symbols at Nela Park and thousands stood in the rain 
to watch them. Many of these people waited for hours 
to see them turned on. 

Twinkling lights in many colors formed a colossal 
Christmas tree in the center of the Nela Building at the 
btow of the hill upon which it is situated, and flashing 
lights of dazzling brilliancy formed large stars on both 
sides of the tree. Dozens of real Christmas trees loaded 
with lights of all hues dotted the grounds. 


| Eicon é AGE has frequently advocated the 


An official reception was staged for the heads of civic 
organizations and city officials, after which an open air 
hand concert was held. A Santa Claus distributed gifts 
to the children. 

After the lights were flashed on some 2500 people 
inspected the lighting displays in the buildings and many 
got suggestions on home lighting decoration. 

It is a pleasing fact that community lighting is becom- 
ing very popular, not only at this season of the year, 
but on many. other special occasions. It is not:merely a 
pretty display, but a genuine resultful idea. It enthuses 
the people and puts them in the.mood for joining in the 
spirit of the event. This, then, should suggest to the 
alert business mind the great possibilities of brighter 
business streets and stores. Where there is light there 
is hope. 

If the hardware merchant would see for himself the 
stimulating results of lighting, let him use unusual illu- 
mination in a section of his store and see the resulting 
increase in customers gathered in that section. The same 
idea applied to the street will draw people from other 
localities and keep them coming. It has been demon- 
strated for other towns and it will have a beneficial result 


in yours. 
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EVERYBODY’S BUSINESS 


By Floyd W. Parsons 
SO SAID NAPOLEON 


infallible judgment. Few men are consistently 

and continuously supermen. That’s why so many 
worthless securities are found in the safety boxes of 
prominent people. 


er rid of the idea that famous people possess 


countries pointed out that the only way to prevent war 
was to provide enormous armaments. From the begin- 
ning to the end of the struggle the world was filled with 
loose talk. Hostilities would only last a few months. 
The cost could not be more 
than two billion dollars. There 





Schemers are always play- 
ing on the gullibility of their 
friends and followers. The 
ancient oracles were the power- 
ful organs of tainted news. 
The prophecies usually repre- 


would be a severe drop in 
prices at the end of the con- 
flict. But the war lasted more 
than four years; it cost tens 
of billions of dollars; and in- 





sented tricks of the priests to 





stead of going down, prices 








aid their political schemes. 
The Delphic oracle instead of 
being a single individual was 
really an institution. All down 
through the ages false prophe- 
cies have overthrown king- 
doms, created misery and sae anata i 
brought about disaster. : 
In 1453, when Constanti- 
nople came into possession of | S=====iss= 
the Moslems, the success of : 
the assailants was due to the 
want of energy of the towns- 
folk who relied on a prophecy 
which foretold that the Turks 
would advance as far as the 
Pillar of Constantine and then 
be driven back by an angel 
from heaven. The famous 
prophecies of the Archbishop 
of Malines, published about 
1871 and believed by the 
people, led to great suffering 
and were a contributing cause 
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went up rapidly after its con- 
clusion. 

Three centuries ago a skill- 
ful astrologer was as essential 
to the government as a prime 
minister, and monarchs rarely 
undertook any enterprise of 
importance without consulting 
the court astrologer. Being 
primitive astronomers and able 
to forecast happenings in the 
heavens, these fakirs lost no 
time in laying claim to occult 
powers which rendered it pos- 
sible for them to predict earth- 
ly events. Their methods were 
not unlike those of their 
modern counterparts, some of 
whom came near making us 
believe that this year would be 
summerless and a time of 
widespread crop disaster. 

Napoleon said, “This will be 
the last war.” Today the 
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to the overthrow of the French. 

Newton said world history would be catastrophic, bas- 

ing his forecast on his belief that a comet overtook the 
earth from behind fifty centuries ago, precipitating its 
whole substance upon her and producing a glacial condi- 
tion. When people today hear that a comet is likely to 
come near the earth, instead of hiding in cellars as they 
did many times in the past, they get out their sun 
glasses and block traffic while they look at the heavenly 
body. 
The astute Pitt predicted the end of the Papacy. In 
1760 Rousseau said England would be ruined and lose 
her liberty in twenty years. Michel Chevalier stated that 
the development of the railway system in Europe would 
cement the nations together and completely remove 
hereditary animosities. Shortly after the discovery of 
the Leyden jar, the most famous electrician of the day 
expressed the belief that the subject of electricity would 
soon be exhausted. The introduction of the first incan- 
descent lamp brought a precipitant drop in the stocks 
of gas companies, because folks were told that very soon 
there would be no further use for gas. 

Prior to the World War leading statesmen in several 


world is full of Napoleons 
spreading equally erroneous assumptions. Hundreds of 
thousands of people who buy and sell stocks at present 
believe they are acting entirely on their own judgment, 
whereas if the truth were known, it would be shown 
that there is not one person in ten who isn’t influenced 
to a large extent by the opinions of others, most of 
them unqualified. 

The wrecked hopes of people who still give ear to 
random predictions continue to litter the path of our 
business advance. In view of the increasing complexi- 
ties of commerce and trade, it is surprising how few of 
us insist on doing our own thinking. No longer can we 
determine future prospects by last year’s performances. 
A few politicians who may place the success of their 
party above the welfare of the nation’s industry may 
upset all calculations. A group of powerful speculators 
with subcellar methods can give us a most unexpected 
slap. Human nature may start to cut up without rhyme 
or reason and no living soul can clearly see the final 
outcome. 

The decisions that have exerted the greatest influence 

(Continued on page 58) 
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Automobile Salesmen Study Customers’ Needs 


D. M. Andrews, Western Editor of Hardware Age, addresses 
Reo Salesmen on requirements of the retail hardware man 


salesmen at a recent meeting of that body, D. M. 

Andrews, Western Editor of Hardware Age, said 
that today the retail hardware stores are in the midst of 
an evolutionary movement which is following three dis- 
tinct channels. Mr. Andrews said that this was due 
partly to competition and partly to changing buying 
habits of the public. He continued in part: 

“First, as the hardware man has found some of his 
time-honored hardware items being merchandised by 
other stores, he has taken on various so-called specialty 
lines to make up his sales volume. Radio, cameras, 
electrical refrigerators, toys, sporting goods, tableware 
and fancyware are all fair samples of this diversification 
through the addition of new lines. Even, in some cases, 
items have been added which can hardly be called hard- 
ware in themselves but which are closely related to 
articles that are hardware. Canary birds and: gold fish 
are not exactly hardware but are readily salable in hard- 
ware stores in connection with bird cages and aquariums. 
Shaving creams and face lotions fit in well with cutlery 
and barber supplies. 

“Secondly, the hardware store is rapidly changing in 
appearance. High shelving filled with merchandise in 
the original packages and fronted by uninteresting, and 
often dirty show cases, has given way to low shelving 
faced with sampled doors and open display tables are 
fast supplanting show cases. It is not unusual to find 
stores in which at least a sample of every item garried in 
stock is within sight and easy reach of the customer. 
Much time and study is being given to the matter of 
store arrangement, determining where the customers are 
most apt to go in the store and placing the cash register 
and wrapping counter where it will draw the customers 
past a maximum amount of merchandise on display while 
waiting for their change. The third item is the develop- 
ment of service. With the increasing sales of such items 
as radio, oil burners, electrical refrigerators and the 
like, additional service is necessary. Also better deliv- 
eries are imperative and often in the rural communities, 
where the farmer used to drive into town once or twice 
a week, make his purchases and haul them home himself, 
he now comes in an automobile and depends on the mer- 
chants to make deliveries. 

“Naturally with such a varied stock, the hardware re- 
tailer must be a versatile salesman—he must be able to 
intelligently talk tools with the mechanic, to read blve 
prints and suggest types of builders’ hardware to the 
contractor, discuss colors and paint effects with the 
painter, advise the housewife in regard to cooking and 
recommend the proper kitchenware and so on, indefi- 
nitely. It is this vast fund of miscellaneous knowledge 
necessary to the successful conduct of his business which 
gives the hardware man an intimate contact with his 
customers and makes him a leader in his community. 

“While the size of the business and the number of 
stock turns is not dependent upon the size of the town 
where it is located, the cost of doing business, or over- 
head, usually increases in direct ratio with the size of 
the community. This is easily explained by the fact that 


~, pacino before the Reo Motor Car Company’s 


salaries, office supplies, store supplies, telephone, delivery, 
rent, heat, light, insurance and taxes are all higher in 
the larger centers. In support of this fact we find that 
the average cost of doing business in towns of less than 
1000 population to be about 17 per cent of the total sales 
volume while in cities of 50,000 population and over it 
amounts to a shade over 27 per cent. The average over- 
head of all stores in all sized towns is 23.2 per cent. 
Salaries make up approximately one-half of these ex- 
penses, with rent, credit losses and delivery costs being 
the major items to be considered. 

“This latter item, delivery costs, varies according to 
the size of the community form 1 to 3 per cent of the 
total sales of the store. There is a very noticeable in- 
crease from year to year, however, in the proportion 
of sales that mrvst be delivered, both in rural and urban 
centers, due primarily to two factors—customers are de- 
manding the convenience of delivery service and the in- 
crease in the number of heavy or bulky articles handled 
and sold. At the present time city dealers are required 
to deliver about 60 per cent of their sales and rural 
dealers about 20 per cent. 

“In addition to the greater use of automobiles for de- 
livery purposes dealers are being faced with the need 
of going out after business and particularly in the agri- 
cultural districts has it been found desirable and prof- 
itable to canvass the farm homes for the sale of the larger 
items. Example after example can be found of hard- 
ware dealers in the smaller rural towns who have 
equipped an outside salesman, as they are called, with 
a light truck and turned him loose on the country side. 
These outside salesmen usually specialize on a few of the 
larger items such as washing machines, radios, furnaces 
and paint and are made responsible for their own deliv- 
eries. It is an interesting fact that while the annual sales 
of a hardware store clerk may run from $12,000 to 
$20.0000, outside salesmen, where they are employed, 
will do from 50 to 100 per cent more.” 


Streamers as Sales Boosters 


In one hardware shop the dealer had a counter display 
of odds and ends. A red ribbon was stretched from 
many of these items to another associated article on the 
shelves in various parts of the store. This novelty 
display was designed to interest the buyer of a counter 
item in an associated one elsewhere in the stock. It also 
served as a reminder to the salesman that something 
else might pe sold to the customer. 

For instance, a stack of egg beaters on the counter 
carried a ribbon that extended to beating bowls on the 
shelf above. A display of scrub brushes bore a ribbon 
that extended to the pail display. And so on. 

The ribbons served to attract attention and placards 
made clear what it was all about. 
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Zork Hardware Co. Succeeds 
Krakauer-Zork Company 


Zork Hardware Co. recently acquired 
all the assets of the Krakauer-Zork Co., 
hardware jobbers in El Paso, Tex., and is 
continuing the business of the old corpora- 
tion. Krakauer-Zork Co. is operating a 
branch in Chihuahua, Mexico. In the fu- 
ture the two organizations will be oper- 
ated separately and under different man- 
agement, but will cooperate with each 
other in purchasing and distributing. 

Zork Hardware Co. has no retail de- 
partment. It covers the western part of 
Texas, New Mexico, Arizona and the 
northern part of Mexico. The officers of 
the company are: Louis Zork, president, 
a son of one of the founders of the old 
concern; P. C. March, vice-president; 
Manuel Schwartz, secretary, and Maurice 
Schwartz, treasurer. 





Reo Salesmen Study Hardware 
Retailing 


In selling any commodity it has become 
increasingly necessary for the seller to 
study and familiarize himself with the con- 
ditions which surround the prospective cus- 
tomer. The hardware dealer catering to 
a farmer trade must be conversant with 
agricultural conditions; the man _ selling 
sporting goods must take an active interest 
in sports, and so on indefinitely. 

With this basic fact in mind, the Reo 
Motor Car Co., Lansing, Mich., in an effort 
to more efficiently sell delivery trucks to 
retail merchants, had nearly 300 of its 
salesmen at the factory during the week 
of Dec. 5 for a study of the retailer’s 
problems. While the full week’s program 
and discussions were mainly along this one 
line, the Tuesday’s session was especially 
so, having on its program editorial repre- 
sentatives of three trade papers covering 
different kinds of retailing, who gave the 
salesmen concrete information regarding 
their particular line. The speakers were 
William Nelson Taft, editor of the Retail 
Ledger, Philadelphia; Carl W. Dipman, 
editor of the Progressive Grocer, New 
York, and Dalton M. Andrews, western 
editor of Harpware Ace, Chicago. 

Considerable time was spent during the 
week of the Reo sales institute with vari- 
ous salesmen telling their own experiences 
in studying some individual retailer and his 
business, and how delivery systems were 
established that fitted his particular needs. 


Stopover Privileges Sought by 
Texas Association 


A strong effort is to be made by the | 


Texas Hardware and Implement Associa- 
tion to secure from the Texas Railroad 
Commission a stopover privilege on cars 
of wire and nails, much after the fashion 
of the stopover privileges now granted on 
implements. 

Dealers who are not in a position to 
handle full car shipments are now penal- 
ized local shipment rates as well as extra 
hauling charges on less than car lots from 
neighboring towns. In the case of imple- 


ments stopover privileges are now given 
in Texas, and dealers in neighboring towns 
can combine their orders and thereby save 
on freight charges by buying in car lots. 
The car is set out in each town in turn, 
for the payment of a nominal fee, and the 
dealer. is permitted to unload his mer- 
chandise at the point nearest his ware- 
house. 

This privilege is now sought by the 
Texas Association, and if obtained will be 
a benefit for the general trade of the State 


Two Kentucky Retailers 
Suffer Fire Losses 


Planters Hardware Co. and The Forbes 
Hardware Co., both of Hopkinsville, Ky., 
were damaged recently as the result of 
a serious fire. The Planters company 
building was destroyed and the loss was 
estimated at $100,000. The Forbes com- 
pany suffered slight damages and lost a 
considerable amount of ammunition. 
stroyed; the total 


$400,000. 


C. E. Smith Named Manager 
of W. A. Kennedy Hardware Co. 


Claude E. Smith has been appointed 
manager of the W. A. Kennedy Hardware 
Co. in Canton, Ohio. Mr. Smith was con- 
nected with this company before the war, 
and after serving overseas he attended the 
Wharton School of Finance. He has also 
been connected with the O. F. Deal Hard- 
ware Co. 





Fire Damages Williams Store— 
Plans Made for New Building 


J. D. Williams’ Sons, hardware mer- 
chants in Beaver Dam, Ky., suffered a loss 
recently, due to a fire which started in a 
nearby store. The damage to the Williams 
stock was covered by insurance. As the 
firm operates two stores, one for hard- 
ware and the other for furniture, it was 
possible to transfer the hardware stock 
to the furniture store and there continue 
business. It has been announced that a 
new building is in the course of construc- 
tion on Main Street which will house both 
the furniture and hardware stocks. This 
new building will be of brick, three stories 
in height and will be equipped with modern 
fixtures. 








A. H. Fox Gun Co. Acquires 
Lauterbach’s Line of Reels 


A. H. Fox Gun Co., Philadelphia, Pa., 
announces that it has absorbed the reel busi- 
ness of John Lauterbach Co. of that city 
and will manufacture and sell the complete 
Lauterbach line. The Fox company in- 
tends to extend and broaden the line of 
reels already made and to make it a worthy 
companion product of the well known Fox 
shotgun. Davis & Rankin Co., San Fran- 
cisco, Cal., will continue to handle the reels 
on the Pacific Coast. 








Over a city block of property was de- | 
loss being placed at | 








F. E. Myers & Bro. Company 
Issue Stock 


Announcement has been made of the is- 
suance for the first time, for public sub- 
scription, of the common stock of F. E. 
Myers & Bro. Co., nationally known pump 
company of Ashland, Ohio. 

Organized as a partnership in 1878, 
the company manufactures pumps ranging 
from the hand size to power pumps, with 
a capacity of 10,000 gallons an hour. It 
also manufactures spraying units, water 


| systems, automobile washers and similar 


products. 

In the readjustment of capital the com- 
pany will issue $3,000,000 of 6 per cent 
preferred stock and 200,000 shares of no 
par common stock, of which 75,000 shares 
are offered to the public. 

P. A. Myers, president, has been in ac- 
tive charge of production and development 
since the business was started, and will 
continue in charge. During his connection 
with the company it has never failed to 
show a profit. 





Nutmeggers’ Christmas Party 
Attracts Large Attendance 


Christmas was appropriately celebrated 
by The Nutmeggers at their December 14 
meeting, held in the Burritt Hotel, New 
3ritain, Conn. This meeting was the oc- 
casion for the annual Christmas Party, 
and a large representative membership re- 
sponded to the invitation to be present. 
An attractive Christmas tree lent the 
proper atmosphere to the occasion, and 
Santa Claus Ellis presented each member 
with a gift, which was accompanied with 
a suitably inscribed card. 

Karl Martin, of the Minnesota Mining 
& Mfg. Co., spoke briefly about “Sur- 
facing Materials.” President Linford C. 
White, The Standard Tool Co., presided. 

A special treat was announced for the 
Jan. 11 meeting. Saunders Norvell, presi- 
dent of Remington Arms Co., Inc., and 
contributing editor of HARDWARE AGE, has 
been secured as the speaker for this meet- 
ing. The Connecticut Hardware Associa- 
tion and the Connecticut Paint Salesmen’s 
Club are cooperating to make this event 
a great success. It will be an open meet- 
ing, and a cordial invitation is extended 
to all hardware men to attend. 

The annual banquet of The Nutmeggers 
will be held in Hartford, Conn., in the 
Hotel Bond on Feb. 15, 1928. Mark Miller, 
Yale & Towne Mfg. Co., reported to the 
members that plans for this event are 
rapidly being completed and a large at- 
tendance is expected, as it will be on the 
evening preceding the first day of the 
Connecticut Hardware Association’s con- 
vention. 





J.C. Mavity Passes On 


J. C. Mavity, Florida representative of 
E. C. Atkins & Co., Indianapolis, Ind., 
passed away recently. He represented this 
company in Florida for 19 years, and was 
a member of the sales staff of that or- 
ganization for 26 years. 

Mr. Mavity died in Jacksonville, Fla., 
and was 65 years of age. 
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House Furnishing Show Plans 
Near Completion 


Stan L. Hanson, of Hanson Bros. Scale 
Co., Chicago, president of the newly formed 
National House Furnishing Manufac- 
turers’ Association, announces that space 
in the exhibit to be held in Chicago, Jan. 
3 to 7, is nearly all contracted for at this 
time. Practically the entire fifth floor 
of the Stevens Hotel has been reserved 
for the display, and nearly 100 manufac- 
turers have already signed up for booths. 

The Pot and Kettle Club, an organiza- 
tion of department store buyers, is arrang- 
ing to hold its annual convention at the 
time of the show, and in addition many 
hardware jobbers and retail store buyers 
have signified their intention to be in at- 
tendance at the exhibit. 

Beside President Hanson, officers of the 
National House Furnishing Manufacturers’ 
Association are W. F. Mellon, Wagner 
Mfg; Co., and W. J. Vollrath, Polar Ware 
Co., directors; J. S. Weinberg, Pevton 
Wood Products Co., treasurer, and War- 
ren Edwards, House Furnishing Review, 
secretary. 

Among the: firms which will display their 
products at the show are the W. D. Allen 
Mfg. Co., Aluminum Goods Mfg. Co., 
Aluminum Products Co., Automatic Elec- 
tric Washer Co., Beh & Co., Inc., Bellaire 
Enamel Co., Bersted Mfg. Co., Birtman 
Electric Co., Borin Mfg. Co., Chicago 
Electric Mfg. Co., Chicago Hardware 
Foundry, Columbia Enameling & Stamp- 
ing Co., Conroy-Prugh Glass Co., Crown 
Stove Co., Durham Mfg. Co., Duro Co., 
Elwood Lawn Mower Co., Estate Stove 
Co., Federal Wash Board Co., General 
Paint & Varnish Co., Geuder, Paeschke & 
Frey Co., H. M. Greener Sales Co., Han- 
son Bros. Scale Co., Hartman Specialties 
Co., Hinkle-Leadstone Co., John S. Hoff- 
mire Co., J. Oliver Johnson, Lamco Prod- 
ucts Co., Landers, Frary & Clark, Lisk 
Mfg. Co., Manning Bowman, Marion Elec- 
tric Co., Master Metal Products, National 
Enameling & Stamping Co., O’Brien & 
O’Brien, Ohio Metal Utensils Co., Peyton 
Wood Products Co., Polar Ware Co., 

Queen Mfg. Co., Reliable Stove Co., The 
Republic Stamping & Enameling Co., 
Robeson-Rochester Corp., Russakov Can 
Co., Samoline Corp., Sanitary Specialties 


Co., Inc., John Strange Pail Co., Sunny 
Line Appliances, Inc., Union Brush Co., 
The Vollrath Co., The Wagner Mfg. Co., 
Wayne Co., Weil-Hanson Co., and West 
Bend Aluminum Co. 





Economic Essay Winners Named 
for Simonds Contest 


The winners of the fifth annual economic 
essay contest conducted by Alvan T. 
Simonds, president of Simonds Saw & 
Steel Co., Fitchburg, Mass., have recently 
been announced. Each year Mr. Simonds 
offers $1,500 for essays written on popular 
economic subjects. He does this in the 
hope of advancing the study of economics 
in schools and in general throughout the 
country. A large number of essays were 
filed in this contest and from this number, 
three winners were selected. The judges 
of the fifth annual contest were Prof. 
T. N. Carver, Department of Economics, 
Harvard University; R. M. Hudson, as- 
sistant director of Commercial Standards, 
Bureau of Standards, Department of Com- 
merce, Washington, D. C.; and John G. 
Thompson, Fitchburg, Mass. 

William B. Turner of Twin Falls, 
Idaho, is the winner of the main prize of 
$1,000. Mr. Turner was formerly su- 
perintendent of schools in Spokane, Wash., 
and is a graduate of the University of the 
Pacific, San Jose, Cal. Miss A. L. White, 
New York City, received an award of 
$250. She is a special writer of foreign 
trades business articles for several busi- 
ness papers. Frederic E. Lyford, Wav- 
erly, N. Y., also received $250 for his 
essay. Mr. Lyford is a mechanical engi- 
neer and supervisor of apprentices in the 
shops of the Lehigh Valley Railroad at 
Sayre, Pa. 





Clinton W. Patton Dies 


Clinton W. Patton, prominent hardware 
dealer of Hot Springs, Ark., died recently 
as the result of being hit by a motor truck 
when crossing a street on the way to his 
home in that city. 

Mr. Patton was well known in business 
circles and in the hardware trade. He was 
57 years of age and is survived by his 


Riley Hern Takes Over 
Spalding Line in Montreal 


Riley Hern, well-known Montreal, Can- 
ada, sportsman and head of the business 
bearing his name, has been appointed the 
Montreal representative of A. G. Spald- 
ing & Bros., New York City. Mr. Hern 
has taken the Spalding stock from the 
former store on McGill Street to his own 
store on Peel Street, and has associated 
with him many employees of the former 
Spalding store. 





Roy A. Tharp Passes Away 


Roy A. Tharp, for many years a hard- 
ware dealer in Columbus, Ohio, passed 
away in Pittsburgh, Pa., on Nov. 28 after 
a two months’ illness. 

Mr. Tharp had been identified for a num- 
ber of years with various auto accessory 
firms, and at the time of his death was 
representing the Blackhawk Mfg. Co., Mil- 
waukee, Wis., in the Pittsburgh territory. 
He was at one time connected with Smith 
Bros. Hardware Co., Columbus, Ohio. 

Mr. Tharp was 34 years of age. 





J. G. Bauer Returns to Topeka 
from Extended European Tour 


J. G. Bauer, formerly vice-president of 
W. A. L. Thompson Hardware Co., 
Topeka, Kan., has developed into a genu- 
ine “globe trotter” since his retirement 
from the company. three years ago. He 
recently returned with Mrs. Bauer from 
a four months’ tour of Europe. They vis- 
ited France, Holland, Belgium, Switzer- 





land, Italy, England and Scotland. Mr. 
Bauer is over 70 years of age. 
Arrow Catalog No. 23 
The Arrow Electric Co., Hartford, 


Conn., has recently issued Catalog No. 23, 
devoted to the wiring devices which it 
manufactures. This catalog contains illus- 
trated descriptions and prices of the many 
products, including shade holders, signal 
devices, sockets and socket switches, flush 
and surface switches, luminous indicators, 
surface receptacles and interchangeable 








widow and two sons. 


parts. 





Verified News Notes of the Retail Hardware Trade 





Ward & Sons have opened a hardware store at 15 West Main Street, 
Waterloo, N. Y. 

H. M. Grugan of Lock Haven, Pa., has enlarged his store. 

The Johnson-Forbes Hardware Co., Rice Lake, Wis., recently succeeded 
Quinn Bros. Hdwe Co. of that city. W. T. Johnson of that company 
would like to receive catalogs, 

The Schneider Hdwe. Co., Ray Schneider, prop., has succeeded to the 
business of Murdock-Dunwiddie Hdwe. Co. of Beloit, Wis. 

Thedinga Hdwe. Co., Monroe, Wash., absorbed the business of E. E. 
Johnston Hdwe. Co. after the recent death of Mr. Johnston. 

Jonker Hdwe. Co., Grand Haven, Mich., is the new name for the 
former Robinson & Jonker Hdwe. Co. 

Paulik & Bernath of 2064 Milwaukee Ave., Chicago, IIl., have suc- 
ceeded Wm. Hollerbach of that city. 

I. F. Andres has recently opened a retail store in Hartland, Minn. 

Frank Schneider has succeeded Frank Hellert & F. W. Petersen in 
Oconto, Wis. 
wr Gaffon & Fred Martin recently opened a retail store in Plymouth, 

is. 

D. 8. 1234 Ashland Circle, Norfolk, Va., has 


Garrison & Co.. Inc., 


recently been incorporated. 
W. W. Langham opened the Langham Hdwe. Co. at 303 N. Chadbourne 
St., 


San Angelo, Tex., recently. 


Brasch-Mitchell Hdwe., Edgar Brasch & J. R. Mitchell, props., suc- 
ceeded the Levelland Hdwe. & Furniture Co. in Levelland, Texas. 

The West Side Hdwe. Co., C. Sims, Manager, has recently been 
opened in Sparta, Tenn. 

W. L. Neidemier has re-opened a hardware store in Idabel, Okla., 
operating it under his own name. 

The Peoples Hdwe. Co. have moved into the Clanton Bldg. in Waynes- 
boro, Miss. 

Henry Quame has taken over the business of the Brundin Hdwe. Co. 
in Bake, Iowa. 

L. S. Hobart is the new owner of the 
in Fountain Green, IIl. 

Scharr Bros, have opened a retail store at 18 Depot Sq., Manchester, 

nn. 

F. C. Nelson is continuing the business of Peter Taylor in Spickard, Mo. 

Richey & Smith Hdwe. Co. has succeeded Richey, Pierson & Smith 
in Monticello, Ind. 

Avonmore Hdwe. & Supply Co. is now doing business at Avonmore, Pa. 

Peter Janson has succeeded Tom Foley in Janesville, Minn. 

D. E. Forest Corwin opened a store recently at 3145 Calhoun St., 
New Orleans, La. 

Avrar't Hardware & Supply Co., Inc., has recentlv heen incorporated 
at 21 Main Street, Attica, N. Y. The company desires catalogs and 
price lists from manufacturers and jobbers. 


former Howard Hobart store 





eee 
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Kerosene-Gasoline Furnaces 


Otto Bernz Co., Inc., 17 Ashland Street, 
Newark, N. J., has placed on the market 
three new kerosene-gasoline furnaces to 
take the place of the “B,” the “B” tinners’ 
and the “B” telephone furnaces. These 
new furnaces are called No. 30, No. 31 
and No. 32. No. 30 is the most popular 
style for general use; No. 31 is the same 
with the exception that it is fitted with a 
combination shield which will melt metal 
and heat soldering coppers at the same 
time, and No. 32 is the same as No. 30, 
except that it is fitted with a large handle, 
a large top late and a large shield meas- 
uring 9% in. in diameter. 





The following description is given for 
the No. 30, which is illustrated: Top plate 
made of malleable iron and fitted with an 
attachment for holding soldering irons. 
Uprights are made of heavy steel. The 
pump measures 1 in. in diameter and is of 
the patented “Never Leak” style. Three 
small nuts are eliminated by an iron arm, 
which extends across the furnace to hold 
the burner shield in place. The reservoir 
has a funnel to simplify filling. The reser- 
voir is made of seamless drawn steel and 
has a capacity of 1 gal. The burner is 
an entirely new style and will burn for 
a long period of time before it becomes 
carbonized. Then it is only necessary to 
replace the clogged pipe with a new one, 
after which the burner will again be good 
for another long period of time. The 
burner produces a hot blue flame. The 
shield is made in one piece from heavy 
sheet steel and the burner shield is also 
made from sheet steel, and is so arranged 
that the user can open side to get at burn- 
er. The handle is made of coppered steel 
wire. A malleable iron plate brazed to 
reservoir holds the extra heavy uprights 
and eliminates three openings at top of 
reservoir. A ring welded to the bottom 
reinforces the reservoir. 


Stormoguide Junior 


Taylor Instrument Companies, Rochester, 
N. Y., have recently placed on the market 
the Stormoguide Junior, a weather ad- 
viser, which is very similar to the larger 
and more expensive Stormoguide, manufac- 
tured by the company. 
Junior has been designed to give accurate 


information as to the weather conditions | 
for the next 12 to 24 hours. It uses the | 


scientific principle that a change in at- 


mospheric pressure invariably precedes a | 


change of weather. This device interprets | gross packed in a box, or for factories 


these changes in clear, concise language, 
similar to the newspaper reports, such as 


“High winds and colder,” “Fair and warm 
followed by winds and rain,” “Fair tonight 
and tomorrow.” A special feature is the 





adjustability to the exact altitude of the 
locality where it is to be used, from sea 
level to 2500 feet above. Stormoguide 
Junior has a good quality aneroid move- 
ment, mahogany finished case of molded 
bakelite and a clear, easy reading dial, 
measuring 4% in. in diameter. 


| 





Brown & Sharpe Pen Attachment 


Brown & Sharpe Mfg. Co., Providence, 
R. I., are manufacturing a pen attachment 
for use with Brown & Sharpe Universal 
Divider No. 843 and Steel Beam Tram- 
mels No. 845 (with 14 in. Beam). The 


ie # 


in a tapped hole in the pen attachment. It 
is well made and can be of use to draughts- 
men to enable the accurate drawing of 
circles, arcs, fillets, etc. 


Frost Door Catch No. 40 


The No. 40 Door Catch, illustrated be- 
low, is manufactured by C. L. Frost & 
Son, 345 Summer Avenue, N. W., Grand 


— 








| 
Rapids, Mich. The spring position of the 
Stormoguide | catch is made from cold rolled crucible 


steel and oil tempered. Both the catch and 
strike plate are finished in either brass 
or nickel. Plated screws to match the 
catches are included. Each catch with 
screws is packed separately; a quarter 


they are individually wrapped in_half- 
gross lots. 


knurled handle from a tram can be screwed | 








New Extension Bit Holder 


The Simpson-Peck Mfg. Co., 69 Daggett 
Street, P. O. Box 1421, New Haven, Conn., 
has patented and placed on the market 
“Peck’s Twin-Socket” Extension Bit Hold- 
er. This device is made in two styles, 
No. 1 and No. 2. No. 1 follows the 11/16- 
in. auger bit and holds many larger sizes, 
while No. 2 follows 13/16-in. bit and has 
been designed for auger bits having an 
extra large shank. Its square opening is 
7/16 in. full, allowing use of expansion bit. 

The lower socket holds the square taper 
end of the bit shank, the upper socket takes 
the large end of the shank or shoulders 
of the auger bit shank. The two sockets 
are brought together on the bit shank by 
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a screw thread. The bit is then held until 
the sockets are moved apart by unscrew- 
ing. Two or more extensions may be 
coupled together if desired. Made in 15, 
18, 21 and 24-in. lengths for both No. 1 
and No. 2. Packed one in box, 12 or 24 
of a size, or assorted, in a case. 


The “Spirit of St. Louis” 


Metalcraft Corp., 4215 Clayton Avenue, 
St. Louis, Mo., has placed on the market a 
construction set from which can be built 
over 12 different models of aeroplanes, 
monoplanes and seaplanes, including 
Lindbergh’s famous “Spirit of St. Louis.” 
The set has been called the “Spirit of St. 





Louis.” In this No. 800 set are forty ma- 
jor parts and eighty nuts and bolts. The 
parts are made of heavy steel, finished in 
dull satin nickel and rust proofed. By 
adding or removing certain parts, replicas 
can be made of “The America,” Bombing 
Plane, Mail Plane, Two Wing Seaplane, 
Three Motor Biplane, “De Pinedo’s 
Around The World Plane” and many 
others. The wingspread is 1114 in. 

Each set is packed in an attractive dis- 
play carton with direction sheet. One dozen 
sets packed in a shipping container, weigh- 
ing 21 Ib. 


























E borrowed the headline illustration on this page 

because it expresses exactly the thought we had 

in mind. Also it illustrates some ready-made 
campaign material that awaits your request if you want 
to put over an idea that will help your community, your 
business and the business of every merchant in your 
community, including the junkman. 

Our first idea is 
this: “Clean-Up and 
Paint-Up” your paint 
department right now, 
during the more or 
less dull selling period 
after Christmas and 
during the good resol- 
ution period. 

A few days ago we were talking to a young woman 
who is painting her home. She has been at it several 
months, for she is a busy young woman, holding a job 
in addition to taking care of the home. We asked her 
where she bought her paint and if the merchant was 
helpful. Her reply is interesting. 

“IT bought the first 


few cans across the * 
street, because the 
store is handy. But 


all they said when I 
asked about a certain 
sized can of paint was 
‘Sixty - five cents,’ 
which I paid. 

“T went back there a time or two but they did not 
seem to know much about paint and certainly they have 
never used any in their store. Then I happened in the 
Blank store for something else, but it was so bright and 
clean that I went to the paint counter and asked for a 
can of the paint I thought I wanted next. 
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spoke of the fact that one store did not use any paint 
and the other did. 

Did not the store with the many kinds of painting 
look like a patchwork ?” we asked. 

‘No, indeed,” the young woman said. “It was so nice, 
clean and bright that no one would criticize it. They 
have used the various kinds and colors of paint on nat- 
ural divisions of the 
furnishings and have 
set apart departments 
with colors in such a 
way that it really 
looks nice. Go look 
at it,” she advised. 

We did and we ap- 
proved. 

That is the first part of the lesson. ‘‘Clean-Up and 
Paint-Up” your own store. 

Second we suggest that you “Clean-Up and Paint-Up” 

your community. Of course, you cannot do this your- 
self, but you can start it, if it has not already been done 
in your community. 
: First, it will be nec- 
essary to interest some 
organization ; the 
chamber of commerce, 
the board of trade, a 
high school, the boy 
scouts, the woman's 
club, the Rotary or 
Lions Club or the merchants’ association. Or, best of 
all, some think, a newspaper; but our idea is that you 
should organize it in such a way that all newspapers will 
join. If you get one paper to make a campaign, the 
others are likely not to grow very enthusiastic. 

The National Clean-Up and Paint-Up Campaign 
Bureau at 243 West 39th Street, New York City, knows 
exactly how to conduct 
these campaigns be- 





“The man_ there 
asked me a lot of 
questions and_ then 


told me a lot of things 
about painting I did 
not know, so I have 
been going back there. 
When I started, I did 
not know’ enough 
about painting to even 
know what questions 
to ask, but this man 
has helped me a lot, and can point out some place in the 
store where the kind of paint we are talking about has 
been used. Some of his shelves are painted with lacquer, 
some with paint and varnish and some with what he 
calls*flat paint. He tells me exactly how each is put on.” 

And what better story could you have on salesmanship 
to amateur painters. Three times this young woman 





Advertising cuts such as these are made in sizes for two, four or eight- 
column newspaper pages, and may be obtained from the National Clean-Up 
and Paint-Up Campaign Bureau, 243 West 39th St., New York. 


cause it has been con- 
ducting them for some 
time in many commu- 


nities. 
The 3ureau has 
plans, ready - made 


proclamations, stories, 
pictures, blanks, 
forms of organization 
and everything of that 
sort that they will be glad to send to any committee 
that is considering a campaign. The headline of this 
page is one of these illustrations. It is made in various 
sizes for two, four or eight column newspaper pages. 
They have twenty of these headlines for use during the 
year, samples of which are shown on this page and are 
available for your use. 











The Sales Bandit— rs 

Ready to shoot with | 

his painted tin. A ph feo 
we A Set 
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StopThie 


WAS in a little town in south Jersey. Out of 

the shadows of a September night crept a figure. 

In one hand he clutched an object that glistened 
steel-like "neath the moon, while with the other hand he 
hastily shoved something bulky into his pocket. Two 
men across the street watched him breathlessly. One 
whispered to the other in awe-struck Polish, “That 
fellow just sneaked out of Steve Marzak’s house. 
Wonder what he was doing there?” 

The next moment they were banging on Steve's kitchen 
door, shouting, “Steve, Steve—a thief, thief!!!" 

“Where is he?” cried Steve, as he rushed out with a 
shot gun. 

“That guy under the street light,” they explained in 
sputtering Polish; “he just stole out of your house, with 
a revolver in one hand and a lot of loot in the other. 
Look around the house,” they cautioned, “and see if 
anything is missing.” 

Steve peered through the darkness at the culprit under 
the are lamp, who looked furtively up and down. 

“That the guy?” asked Steve. 

“That’s him,” agreed the sleuths. 

Steve chuckled and ended the Polish mystery with a 
Polish explanation. “That fellow,” he said, “just sold 
me half a barrel of black asphalt roof paint. That 
‘revolver’ you saw must have been his tin sample and the 
stuff he shoved in his pocket was a big book full of 
orders. He had it in his hand when he left here. You're 
all wrong. He’s no crook. He’s a clever salesman and 
he’s waiting up there for a bus to take him to the next 

town tonight so that he'll be on hand 
bright and early tomorrow morning to 

« make another clean-up.” 
And despite the exonera- 
tion, this salesman was a 
Jesse James just the same, 
<r pastoral nomading around 
the country grabbing busi- 
ness from local hardware 
am eho men in every town he visited. 
And there are many more at 
home like him and with very 
ye few exceptions the local 


+ co. ( 
ent * dealers allow these factory- 
The Loot— Ce wnt Hf @7 * to-consumer paint salesmen 
Jesse James did not a Gash : to get away with the plunder. 
- nig ate “ oh 6179? How can the hardware man 
make this haul, but this / On BP eng whore spergpaeers 
is an exact copy of 17 Wd fr good mS = in, cog 
four weekly statements ee del — paint sales burglary: 
: . eo J The answer: By stealing 
and one general we 1 : By s g 
monthly statement ten- yY 4193 an idea from these tactory- 
dered a factory-to-con- ae to-consumer paint organi- 
: 750 waits a cency we 
sumer salesman for Ta HS Hee zations and hiring local 
sales made in March 9999 rppto * salesmen to solicit business 
—one > ; bled fou zh pueek WY in the local territory. 
one of the big A/a of 170.87) li Br: ac No 
months of the year in Gok, Fook oor fe | tecoknty ‘ark fad Sao Jim Branton, a hardware 
man in central Pennsylvania, 


which these paint 
salesmen operate 


ater Aevnge/ solved the problem in just 
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\Don’t Let Him Get Away 
‘With Any More Paint Sales 


that way. Prior to the influx of the big idea, Branton 
had always been adverse to putting on outside canvassers, 
but a marauder broke down his objections when he 
broke in upon Branton’s next door neighbor and sold 
him a barrel of roof paint at $1.25 a gallon, while Bran- 
ton had plenty of the same heavy roof coating in his 
cellar and could have made a nice profit at $1 a gallon. 
The news didn’t leak out until the paint was being ap- 
plied to his neighbor’s leaky roofs, otherwise a cancel- 
lation would have been in order. The highway robbery 
taught Branton a lesson and he decided then and there 
to fight fire with fire and send his salesmen roaming 
over the surrounding territory. 

Many hardware men assume that it is difficult to pro- 
cure such salesmen, but factory-to-consumer paint con- 
cerns find plenty of men living in smaller towns and 
cities throughout the United States, equip them and send 
them forth on commission. True, some fall by the 
wayside; but a satisfactory percentage make money for 
themselves and the companies hiring them and_ take 
money away from hardware merchants who stock paint. 
This writer traveled from Maine to Florida putting on 
salesmen for a large paint concern selling direct to con- 
summer, and ads in the local papers always brought a 
flock of applicants with or without selling experience ; 
and those that were willing to work on commission had 
the proposition explained in detail. 

Of course, every man is lukewarm to a new proposi- 
tion, but these paint organizations are so sure of their 
ground that they order all crew managers to break in a 
new man by going out with him the first few hours and 
showing him how easy it is to sell paint in season direct 
to the consumer. These crew man- 
agers are experienced 
paint salesmen and 
unusually close 
enough sales in one 
hour to convince a 
newcomer that the 
proposition will pay 
well on straight com- 
mission. 

In season, asphalt 
roof paint is the 
easiest thing on the 
market to sell and 
(Continued on page 67) 













































The Victim— 


Subdued into signing an 
order for factory-to-con- 


sumer paint. 


The W eapons— 


In this photo there are 
a batch of circulars, a 
book of testimonial 
letters, an order book, 
a piece of long shred- 
ded fiber asbestos 
rock, a lump of as- 
phalt, a can of roofing 
paint, a pencil, a sales- 
man’s grip and most 
important of all—the 
painted tin, 














W. C. Lyon Co., Durham N. C., 

used this strong window display 

to direct attention to the use of 

lacquer as a_ rejuvenator for 
old furniture. 


Above: W. C. Lyon, Sr. 











HiIeN W. C. Lyon, Jr., head of the paint depart- 
ment of W. C. Lyon Co., Durham, N. C., was 
asked how his firm increased its business from 
$7,000 to $20,000 a year, he answered the question. Here 
are the three big points he makes: 
Manufacturers’ advertising with a local hook-up. 
Show window displays. 
Cooperation with the manufacturer. 

Samples of the local advertising done by the Lyon 
company are shown here, as is a typical window dis- 
play. Cooperation with the manufacturer is intangible 
when it comes to illustrations, but Mr. Lyon interprets 
cooperation something like this : 

Read carefully all sales ideas advanced by the manu- 
facturer and put into effect all of these that you can. 
See that sales helps sent to you are used in the right 
place and that they carry your imprint. Do your own 
advertising in such a way that all manufacturers’ ad- 
vertising circulated in your community becomes your 
own advertising. Make people think of your store when 
they think of the brand name of the paint. 

You will note that in the local advertising of the Lyon 
company “Free Demonstrations” are emphasized. Some 
dealers are puzzled about the materials to be used in 
demonstrations. Mr. Lyon has solved that. 

“When we arrange for a demonstration,” he writes, 
“we announce the event through the newspapers, circulars 
and in our show windows. At the appointed time we 
invite the various women’s clubs of the city and county, 
and all other women to bring in glassware, furniture, 
slippers and similar articles to be refinished with lacquer. 
We charge them only for the actual amount of paint 
used. 
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“The work is done 


expertly, of course, 
as twice a year the 
manufacturer sends 
a demonstrator to us. 
These demonstra- 
tions always “go 
over the top,” so to 
speak. The demon- 
strators who have 
come to us have all 
been "sold” on the 
lacquer and they re- 
gard it as a privilege 
to persuade others 
to use it. This we 
find, has been a con- 
siderable asset in 
building our paint 
department sales.” 
This point illus- 
trates both the value 
of advertising and 
cooperation with the 
manufacturer. The 
advertising is built 
around the ideas be- 
ing advertised by the 
manufacturer and to 


“sell” the merchan- 
dising aids to the 
public. 

The Lyon com- 
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Putting Over i. 











REE DEMONSTRATION 


DUCO 


Applied with a brush 
Dries quickly 


All popular colors anc 
stains 


Try it yourself 
TODAY ONLY 


W. C. Lyon Co. 


Phone L-947 
“Everything in Hardware’ 
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| Paint Message 


W. C. Lyon Finds a Big Advantage in 
Promoting Locally the Manufacturer’ s 


Sales Points 


pany is not—as the show window would indicate—selling 
unfinished furniture. Concerning this point Mr. Lyon 
writes : 

“We realize the value of unfinished furniture in pro- 
moting the sale of household paints, and as we do not 
sell the furniture, we 








W. CC. Leon: Je, 
head of the paint 
department which 
increased its busi- 
ness from $7,000 to 
$20,000 a year. 











have a_ working ar- 
rangement with the 
various dealers who 


do. We furnish them 
with the lacquer, tacks, 


sandpaper and glue 
that they need at a 
small discount and 


they in turn loan us 
the furniture that we 
need for displays pro- 


moting our demon- 
strations. This ar- 


rangement works out 
to our mutual advan- 
tage.” 

In our demonstra- 
tions we make promi- 
nent use of the trade 
mark “It laughs and 


FREE DEMONSTRATION © «: 





vow W. C LYON £0, > 


“EVERYTHING IN HARDWARE” 


A factory representative will demonstrate the remarkable 
qualities and many uses for this wonderful new finish, 


Thus far, we have 
outlined what might 
called the back- 


ground of the Lyon 
company paint activi- 
ties. It must be re- 
membered, however, 
that advertising, dis- 
plays and demonstra- 
tions do not complete 
sales. There must be a 
competent ser- 
vice to back these up. 
The Lyon company 
believes in well in- 
formed paint sales- 
men, so that each 
caller at the store can 


store 


=. _ oe adapted for brush application in a variety of popular colors get the information 
time,” and we empha- on eat ces ipa 
size the fact that a tains. a - . wh 
av ai ¢ : aha . oan; oO ‘Ourse, 
woman may paint a Come in and see how easy it is to apply~—how quickly- ‘ices ti: i cain 
breakfast nook table it dstes 
after luncheon and and prospect who is 
impressed by the ad- 


serve dinner on it that 
night. Mr. Lyon has 
found that such state- 


Bring in a small article and have it finished free of charge. 


vertising and display 
who does not actually 





ments made to a 

crowd gathered to 

witness a painting lesson or demonstration are much 
more effective than when sent to these same women to 
read. Every effort is made to get a personal contact 
with the present and prospective buyers of paint. 

Also there is an ever-present invitation for women 
and other home paint users to come and tell of their 
disappointments, so that they may be assisted in doing 
better work next time. Perhaps the customer did not 
understand the directions. If so, Mr. Lyon and his 
salespeople want to know it. Perhaps they used the 
wrong thinning materials. If so, Mr. Lyon wants to 
know that. It is made clear that the selling force of the 
store is ready to help in any way they can, short of doing 
the actual painting, to enable the customer to get satis- 
factory results. 


come to the store. lor 

these people the Lyon 
company employs a city salesman, who never meets peo- 
ple at the store except by appointment. It is his job to 
keep in touch with new buildings and to know the old 
buildings that need a coat of paint. He keeps in touch 
with architects and, where possible, has his line of paints 
specified for the job. If he does not succeed in having 
the architect specify his line, he follows up to have it 
specified before the contract is let. 

This salesman is always ready to assist a property 
owner in making as estimate of how much paint will 
be required, to advise as to the number of coats and the 
undercoat treatment, color scheme or any of the other 
questions that often puzzle the man who is ready and 
willing to paint his home but does not know exactly 
how to go about it. 
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Why Not Winter Paint Sales? 


People and painters have time to study interior decoration 


1927 











schemes and you can find many helpful suggestions for them io 
study and all will mean purchases. 


AINT sales in January and February! <A few 

years ago this idea would have been received with 

jeers but not now. That was before good mer- 
chandisers began comparing monthly receipts and adding 
to their stock merchandise that is seasonable in the 
former dull months and de- 





furniture—anything in the interior of the house. The 
modern rage for painted furniture is especially easy to 
capitalize at this slow time, for painting furniture is 





liberately set about plugging 





all season lines for those 
months—such as_ kitchen- 
ware and cutlery. 

As a result, some stores 
show as little as 10 per cent 
difference between the dull 
months and the average of 
the acknowledged better 
months and pressure put be- eh ‘mi }- i 
hind paint is one of the helps ci 
to the higher cash register 
total. During these months 
come inventory and _ re- 
arrangement of stock and so 
sales plugging should he de- 


ep? 





Bright Homes on 
Dull Winter Days 


something that requires more time than money. Every 
woman of moderate means can be interested in this 
subject. There are so many 
possibilities for making 
something out of nothing 
with discarded pieces of fur- 
niture and the paint pot. 
There are a good many 


ways in which the dealer can 
start the paint ball rolling. 
One of the best is to get to- 
gether with the master paint- 
ers and other dealers of your 
town or city to launch a local 
cooperative painting drive, 
followed up with individual 
advertising. In some locali- 
ties the seasonal character of 
painting has been practically 





voted to those lines which eliminated in this way. You 
take as little time in selling Quite a difference in the two sides of will find master painters 
‘ . the room pictured above. Walls that . 
as possible. were dark and gloomy and stained and ready to cooperate with you. 
2 a ‘ a “mussy” and woodwork which had lost ,, - sles Siar es . 
here are some types of all of its first beautiful lustre, have been lhe paint and varnish in- 
merchandise that can’t be brought back to the spirit of youth and dustry’s cooperative organi- 
; . spring once more. ing . ek 
boosted in winter months— zation, Save the Surface 
- i ae ee ee The repainting and decorating of the “a masa es ee 
garden tools or fishing tac kle, home, every so often, is one of the things Campaign, will outline a 
for instance. [There are which wise people do. Not alone because definite plan of organization, 
; . paint and varnish are preservatives but rie c 
other things that you will sell because the home is made a_ happier, furnishing many helpful sug- 


without much effort on your sai assell mana 


own part (though of course 





in which to live. 


More and more, winter painting is taking the place of 


gestions as well as editorial 
mater, cuts for advertise- 

















more effort will mean more Pe ments at cost, broadsides, 
sales even along these lines. ) window banners, and other 
Radio sets and accessories W material. If you need any 
and things for winter sports JONES HARDWARE CO. help, write to Campaign 
—skis, skates, etc., come in headquarters at 18 Fast 
this second class. Other Forty-first Street, New York 


stock has a pretty fair sale 
the year around—tools and kitchen utensils, for example. 
Finally, you have the type of merchandise that may drop 
to a dead level in winter if you disregard it, but that can 
be made a big seller if you boost it. 

Paint heads the last class with a big lead. With a 
big lead because of its large potential market and be- 
cause there’s no good reason for a dull season in mer- 
chandise of this kind. Interior painting work can be 
done in winter as well as the rest of the year. In fact 
it’s an advantageous time because the habit-bound public 
has made the winter a dead season for the painter. He 
is able to give ample time and usually better services to 
those who select the dull months for their work. 

3esides, winter is a convenient choice. After Christ- 
mas is a slow season for everyone, the housewife not 
excluded. You couldn’t choose a more opportune time 
to urge the painting need for floors, woodwork, walls, 





City. 

Whether or not you organize or take part in a co- 
operative drive, you will find that individual advertising 
brings results. Conduct direct by mail campaigns, 
emphasizing the advantages of winter painting. Send 
out Save the Surface Magazine each month and Save the 
Surface Calendars the first of each year to your cus- 
tomers. The magazine, which is edited at Campaign 
Headquarters is as effective a piece of paint advertising 
literature that can be had. 

Besides educating the consumer to the need for paint 
and showing him all sorts of interesting and novel ways 
for its use, the magazine has real reader interest. In 
short, it sells paint. It also hits the dull seasons prob- 
lem. The cost is far below that of putting out a good 
piece of individual advertising, and with your name im- 
printed on the front and back page covers, it gives you 
specifically the value of the latter. 














HARDWARE AGE for 


Kun ads in local newspapers, remembering always to 
sell “surface protection” and “color” rather than paint. 
Cuts may be obtained from Save the Surface Campaign 
for this purpose. They give you the advertising matter 
of experts at nominal cost. Always use the slogan “Save 
the Surface and You Save All,” for by tying up your 
advertising with that of the national, cooperative or- 
ganization, you get the direct value of the latter. 

Window displays are effective. In addition to the 
usual display of paint cans, brushes, ete., an exhibit 
of clippings should be arranged. They catch the eye 
of the window shopper. Make up cards of national ads, 
your own ads, newspaper clippings of editorials or 
articles on painting, a page or two from Save the Surface 
Magazine—anything, in fact, on the subject of painting. 
Include reasons for painting and methods as well. Dis- 
plays of painted furniture, too, will arouse interest, while 
painting demonstrations never fail to bring results. 

linally, be ready to give your customers real paint- 
ing help. Have samples of colors on hand and samples 
of novel wall finishes. De ready with color suggestions. 
Help them to choose the right paint or varnish (emphasiz- 
ing always the economy of a good product). 

Talk over their painting problems with them. 

Discuss the most economical time for repaint- 

ing, the choice of finishes 
for floors, walls, woodwork, 
when it is best to use paint, 
enamel, or varnish, and so 

on. <A little personal in- 
terest will help a lot. 

Paint is an easy merchan- 
dise to sell. Partly because 
of its service—it preserves 
and beautifies, it improves 
sanitation, health, and 
morale. And partly because 
the paint and varnish ‘industry 
has been educating the public to 
the need for its products through 
Save the Surface Campaign. 

Sut it’s the follow-up work that 
brings real results. It’s the local 
and individual advertising that 
closes the sales. 

If you are wont to complain of 
dull seasons, consider for a mo- 
ment how much you've done to 
combat them. If things 
take a slump after 
Christmas, don’t trust 
to luck to tide you over. 

You can stir up busi- 
ness if you try. 

Suppose, for instance, 
you try this plan. A half a 
dozen unpainted chairs will 
not cost much and they can 
be painted in a way to make 
a most interesting exhibit 
by following the pictures of 
color schemes printed on 
page 50 (in the paint de- 
partment) of HARDWARE 
Nov. 24. 

The illustrations in that issue were 
forthe painting of a windsor rocker. 
A windsor chair is always the best 
for an exhibit of paint, because the 
chair itself has such excellent lines 
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that it is attractive, while some more matter of fact pat- 
tern chairs are useful. But to return to the rocking chair 
pictures in HARDWARE AGE. That color scheme can be 
applied to any sort of a chair. 

A set of chairs painted in rich colors according to 
the outline referred to will attract attention in any win- 
The chairs could be placed in the window with 
appropriate sizes of cans of paint, brushes, sandpaper 
or steel wool, decalcomanias, putty and other accessories. 


dow. 


Perhaps you have some old chairs at home that can 
be refinished in this attractive way. If you do that, let 
one retain the damaged condition and show what was 
done by contrast. 

After these chairs have served their purpose in the 
window, they can be used in the store. There always 
should be a chair in the paint department so that a woman 
who wants to discuss a considerable painting plan may 
be comfortable while doing so. They also would find 
place in the rest corner of the hardware store that has 
a considerable rural trade. 


more’ 
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No Dull Season for This Man 


ROGRESSIVE hardware’ merchants 
find time a valuable thing and 
when it is available they make use of it to 
One mer- 


most 


the fullest possible advantage. 
chant makes some observations about his 
methods of conserving the time at his dis- 
He says: 

along, I 


posal during quict seasons. 

“When a dull 
spend my time planning for the next busy 
season, even to writing my advertisements 


season comes 


and sales letters. 

“T also plan my displays and jot down 
notes, and sketch out some rough ideas for 
window displays. I prepare these so that 
when I need an idea in the busy time, I 
can turn it up in my idea book and _ find 
just what I want. By doing this in ad- 
vance, I am able to avoid using the same 
thing as the year before, thereby keeping 
new ideas to the fore all the time.” 

This is an excellent idea for the hard- 
and we pass it along to 


ware merchant 


our readers. 


Lacquer Shoes at 50c a Pair 


\ number of dealers throughout the 
country have used cloth shoes and lacquer 
window offering to lacquer 
women’s shoes at 50c. a pair. Some have 
lacquered a few pairs of shoes, but all have 
sold lacquer on the strength of the novel 
offer. It is a good thing t6 do by way of 
demonstration. 


exhibits, 


as 


Spring Opening Souveuirs 


Inexpensive glass lacquered by 
the drip method, make good souvenirs to 
be given away at the spring opening. The 
glass manufacturers have many vases of 
novel shape that are excellent for this 
purpose. They are popular and the gift 
encourages the customer to try a hand at 
lacquer decoration. 


vases, 


The Galvanized Garage 


ROBABLY most hardware dealers 

have been asked for advice as to paint- 
ing a galvanized iron garage. The Master 
Painter and Decorator answers this ques- 
tion ina recent issue. The question asked is: 
“A galvanized iron (sheet iron) covering 
with stamped cement block pattern. What 
is the proper way to treat this surface? 
How many coats of paint and what kind? 
Price per square foot per coat?” 

The reply is: 

“There are several ways to treat gal- 
vanized iron before painting, so that the 
paint will hold and not peel off: 

“1. Wash the surface with strong cider 
vinegar. 

“2. Take two ounces each of copper 
chloride, copper nitrate and sal-ammoniac. 
Mix with a gallon of soft water in a glass 
or earthen vessel. Apply with a stump 


kalsomine or wall brush. 
“3. First wash off with benzine or gaso- 
Then apply 


line, to remove the grease. 





a coat of good spar varnish, thinned with 
one-third turpentine. Let stand two days, 
and apply a coat of flat white lead, add- 
ing about a pint of varnish to the gallon 
of paint. 

“It should have three coats. 
the paint too heavy. 

“A fair price: 5 cents a square foot for 
treatment, and 5 cents a square foot for 
each coat of paint.” 


Do not use 


Color in Business 

Every observant merchant is seeing about 
him daily evidences of the present popular- 
ity of color and the obvious effort to please 
the eye. Perhaps you have noticed that 
some of the familiar cartons in which you 
have received certain lines of goods for 
years have been brightened up with an 
extra color or even redesigned. 

Also the window and counter cards that 
are sent to you by manufacturers are in 
brighter colors. Color has come into busi- 
ness almost as strongly as it has come into 


the homes. This is not an accident. Sev- 
eral months ago the Babson reports, which 
are strictly business, carried this com- 
ment : 


“The use of color in business is a field 
which in a sense has scarcely been touched. 
It may well be that the increased develop- 
ment of color appeals will be the next fun- 
damental step in merchandise. 

“Business men should give the 
serious attention. Successful color effects 
cannot be achieved The 
right use of color is a real art and science. 


subject 


by guesswork. 
We urge investors to note whether their 
companies are alive to such opportunities, 
or whether they are behind the procession. 

“Color in its relation to manufacture and 
selling is being placed more and more on a 
scientific basis. Harnessing the well-known 
rainbow is no longer a matter of guess- 
work or of a vague thing called ‘taste.’ Like 
almost everything else, color is being clas- 
sified and analyzed and made to do cer- 
tain very definite things to conform to cer- 
tain conditions, uses or effects, while at the 
same time subscribing to utility or beauty 
or both.” 

Popularity of color means a wider mar- 
ket for paint. The more changeable the 
ideas in color, the more paint sold. 


Special Purpose Exhibits 


During the year many special exhibits 
are held within the trade community of 
almost every hardware dealer. These may 
be indoor exhibitions boosting the “Own 
Your Home” idea, church carnivals or in- 
dustrial affairs. Later in the season will 
come picnics and county fairs. Some 
manufacturers like to work with local 
dealers at these events because of the large 
number of people whose attention may be 
gained. Your manufacturer may be one 
who does this. Why not write to him as 
soon as you learn the dates of such exhi- 
bitions and ask for a demonstrator. 
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When Using Steel Wool 


OMPARATIVE value of steel wool 
and some suggestions for using it are 
made by John Boyd as follows: 

“The finer grades of steel wool, such as 
Nos. 000 and 00, are sometimes used for 
rubbing in place of rotten stone; No. 0 
instead of pumice stone; No. 1 in place 
of No. 0 or % sandpaper, and No. 2 in- 
stead of No. 1 sandpaper. Nos. 1 and 2 
steel wool are excellent for scrubbing dirt 
from walls and woodwork where the lat- 
ter are unusually dirty, and after apply- 
ing soapy water. 

“Steel wool Nos. 2 and 3 are generally 
used for floors. In using them and the 
coarser shavings, it is advisable to wear 
a rubber glove on the hand, lest a par- 
ticle of the wool get into the fingers and 
cause infection. If this happens, take a 
needle and let hot water run over it; pick 
out the steel particle; soak the finger in 
warm water and apply iodine. 

“Care should always be taken in tearing 
a wad of the wool from a roll, so that 
a splinter does not become embedded in 
the hand, or a nasty cut result. Place one 
foot on the roll, and with a rubber glove 
on the hand tear off what is wanted.” 


Cooperative Advertising Cam- 
paign Goes Heavily to Color 


The announcement of the cooperative 
paint advertising campaign for the first 
half of 1928 is that color will be used 
heavily in the copy. Practically all of the 
advertising pages contemplated in the mag- 
azines and farm papers are in color, car- 
rying forward the present popularity of 
color. 

There is every probability that paint ad- 
vertising for the next year will recognize 
the importance of the farm market which, 
authorities are agreed, holds prospect for 
increased sales. 


He Knows His Field 


Some time ago we visited with a hard- 
ware merchant in a small town in Ohio— 
a town of a few more than 100 houses. We 
talked of paint, and this merchant—a very 
young man—said: 

“T think I know my market here. I can 
tell you the date every house in the village 
was last painted, who did the work and 
who supplied the paint. When people 
come here to ask about paint, I can tell 
them just where to go to look at paint 
that has been on for such a length of time. 
Also I can tell them why some paint has 
failed, for when I sell a bill of paint | 
watch to see how it is put on and I also 
check up on the paint that comes from 
other sources.” 

This young man was extending his cat- 
alog knowledge of his customers to the 
country. He said that this knowledge, used 
discreetly in conversation, was helping to 
meet the competition of mail order and 
other direct selling organizations. 
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(Washington Bureau of HARDWARB AGB) 


WasuincTon, D. C., Dec. 20.—The big 
job before the Government is to work with 
business in. considering the many vitally 
important problems of distribution efh- 
ciency and in attacking them with the more 
modern weapons of scientific analysis so 
that the maximum benefits may accrue to 
the consumer as well as to the producer 
and the distributer. This declaration, made 
by Director Julius Klein of the Bureau of 
Foreign and Domestic Commerce, Depart- 
ment of Commerce, has been recognized 
by business as well as by the Government. 
Movements in this direction are well un- 
der way. Principles for accomplishing the 
purpose have not as yet become entirely 
clear, but they are becoming more firmly 
established, with the hope that as much 
will be known of distribution as is now 
known of production. Not alone the 
Department of Commerce, through the 
Domestic Division and the Bureau of 
Census, but other Government agencies, 
such as the Federal Trade Commission, are 
actively at work on the problem. Trade 
associations, the Chamber of Commerce of 
the United States likewise, are attacking 
the subject. 

The series of statements given out and 
being issued by the Bureau of Census on 
distribution for cities of the country for 
1926 are being found helpful. Among the 
latest statements issued are those relating 
to San Francisco, Alameda, Berkeley and 
Oakland, Cal. They make an interesting 
study when compared. 

Taking the figures as they affect retail 
hardware lines, they disclose the fact that 
San Francisco had 201 establishments with 
total sales of $8,785,100, or an average 
of $43,707 for each store, and with 544 
employees, exclusive of firm members and 
proprietors, this represents average sales of 
$8,034 for each employee per year, whose 
average salary or wage was $1,930. Ala- 
meda had 10 stores classified under hard- 
ware and paint, varnish and glass, with 
total sales of $344,100, or an average of 
$34,410 for each store, and with 19 em- 
ployees, this represents average sales of 
$18,011 per employee, whose average wage 
or salary was $1,579. Berkeley was cred- 
ited with 28 hardware stores with total 
sales of $788,900, or an average of $28,178 
for each store, and with 63 employees, this 
represents $4,472 as the sales average for 
the year for each employee, whose average 
wage or salary was $1,532. Oakland had 
87 hardware stores with total sales of 
$3,861,400, or an average of $44,381 for 
each store, and with 248 employees, the 
average amount of sales made by each for 





By L. W. Moffatt 


the year was $11,135, while the average 
wage or salary was $1,775. 

Including firm members and proprietors, 
the hardware stores of San Francisco had 
772 persons engaged with total salaries 
of $1,050,000 and a merchandise inventory 
of $2,299,900 on Dec. 31 last. Under the 
classification of hardware, tools and ma- 
chinery, the stores of San Francisco had 
293 outlets with total sales of $8,241,300. 
Of the San Francisco stores classified as 
hardware only, 30 had sales of $5,000 and 
less for the year; 36 had sales of $5,000 
to $9,999; 51 had sales of $10,000 to $24,- 
999; 31 had sales of $25,000 to $49,999; 
26 had sales of $50,000 to $99,999; 14 had 
sales of $100,000 to $249,999, and 5 had 
sales of $250,000 to $499,999. Alameda 
had a total of 29 employees in its hard- 
ware stores with total salaries and wages 
of $30,000 and a merchandise inventory of 
$117,200 at the end of the year. Berkeley 
had a total of 84 persons engaged in its 
retail hardware stores with total salaries 
and wages of $96,500 and an inventory of 
$291,000 at the end of the year. Oakland 
had a total of 345 persons engaged in its 
retail hardware stores with total salaries 
and wages of $440,300 and an inventory 
of $1,210,900 at the end of the year. Un- 
der the classification of hardware, tools 
and machinery, Oakland had 117 outlets 
for this kind of retail stores with sales 
of $3,678,500. Under the classification of 
retail hardware stores only, Oakland had 
17 whose annual sales were less than 
$5,000; 21 with sales of $5,000 to $9,999; 
23 with sales of $10,000 to $24,999; 13 
with sales of $25,000 to $49,999; 6 with 
sales of $50,000 to $99,999, and 5 with 
sales of $100,000 to $249,999. 

San Francisco had 242 wholesale hard- 
ware stores with total sales of $82,382,000 
and an inventory aggregating $13,739,000 
at the end of the year. There was a total 
of 3290 persons engaged in these establish- 
ments, 135 being firm members or pro- 
prietors, with total salaries and wages of 
$6,702,900. Under the classification hard- 
ware, tools and machinery, San Francisco 
was credited with 270 outlets with total 
sales of $69,058,900 in the wholesale field. 
Oakland had 18 wholesale hardware stores 
with total sales of $11,808,200 and an in- 
ventory of $610,800 at the end of the year. 
There were 271 persons engaged in these 
establishments, only two being classified as 
firm members or proprietors, with total 
salaries and wages of $727,600. Under the 
classification of hardware, tools and ma- 
chinery, arms and ammunitions and agri- 
cultural implements, Oakland had 20 out- 





Washington News Letter 


The Government and Business—Retail Price Maintenance in Canada 
—Federal Trade Commission’s Inquiry Re Price Maintenance 


lets for these wholesale establishments, 
whose sales aggregated $11,469,800. 


Interest in the question of retail price 
maintenance legislation, which likely will 
be proposed again at the present session 
of Congress, is heightened by a report 
coming from Canada to the effect that 
formation of a trade commission for in- 
vestigation of merchandising conditions in 
that country with reference to price cut- 
ting by retailers will be requested by a 
deputation from the Canadian Fair Trade 
League to the Premier next February. 
Those sponsoring this proposal believe that 
if a manufacturer can legally establish a 
resale price and refuse to sell any jobber 
or merchant who cuts this price, he may 
also have the right to successfully prose- 
cute anyone who breaks the contract. 
Other organizations will be requested to 
cooperate with the Fair Trade League, 
which is associated with the Retail Mer- 
chants’ Association. It is proposed to have 
the commission consist of three retailers 
and two wholesalers, which would sit at 
different centers to hear trade complaints 
and report their findings to the Depart- 
ment of Trade and Commerce for action. 


The Federal Trade Commission has an- 
nounced that in instituting its inquiry re- 
garding resale price maintenance it has 
been “fortunate in obtaining general co- 
operation.” Agents of the Commission 
have already been in the field testing out 
plans for comprehensive statistical ques- 
tionnaires on various topics. The Com- 
mission has pointed out that the system 
by which manufacturers require the retail 
merchant who sells their products to main- 
tain a definite price prescribed by the 
manufacturer is one that has been fre- 
quently before the courts, but that it is 
studied in this connection solely from the 
standpoint of economic advantages or dis- 
advantages to all parties interested, pro- 
ducers, merchants or consumers. Particu- 
lar attention is directed to its effects on 
prices and profits. 

The Commission also has reported con- 
tinued progress in the study of open-price 
associations, and states that the great bulk 
of the field work has been completed. The 
inquiry deals especially with the effect of 
association activities on prices, and this is 
being given especial attention from the 
statistical viewpoint, which involves com- 
parisons with associations which do not 
disseminate price information. 
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General Market News 


Hardware Trade in General 
Reports Satisfactory Conditions 


NEW YoRK, Dec. 21.—Reports of the hardware trade based upon 
conditions throughout the country indicate that the Christmas trade 
and the hardware business in general is satisfactory. 

Some sections, particularly those in the eastern part of the coun- 
try, are reporting spotty trade conditions, but add that on the whole 
business is satisfactory, and that a growing spirit of optimism is evi- 
dent. There is also an increasing tendency to firmness in prices. 

Inventory time is now occupying the minds of most hardware 


concerns. 


Collections are, for the greater part, satisfactory. 





Foreign Trade Shows 
Decline in November 


November foreign trade showed a decline 
in total values as compared with that of 
the same month last year. The Commerce 
Department today announced that Novem- 
ber exports were $461,000,000 and imports 
$345,000,000, leaving a balance of trade 
favorable to the United States for the 
month of $116,000,000. 

In November last year exports were 
$480,300,000 and imports $373,881,000. The 
November, 1927, trade also was less both 
on the export and the import side than like 
totals for October of this year. 

The movement of gold out of the United 
States, which began during November, was 
shown to have occasioned a net loss of 
$53,184,000 in the country’s stock of mone- 
tary metal. November gold exports were 
$55,266,000, while imports were but $2,- 
082,000, as compared with $7,727,000 and 
$16,735,000, respectively, in November, 
1926. 

Exports of silver for November amount- 
ed to $5,634,000, while imports were $5,- 
102,000. In November, 1926, silver ex- 
ports were $6,794,000 and imports $3,- 
941,000. 





Banks Debits Increase 
25.2 Per Cent in Week 


Debits to individual accounts as report- 
ed to the Federal Reserve Board by banks 
in leading cities for the week ended Dec. 7 
aggregated $15,627,000,000, or 25.2 per cent 
above the total of $12,479,000,000 reported 
for the preceding week, which included but 
five business days. 

Debits for the week under review are 
$3,365,000,000, or 27.4 per cent above those 
for the week ended Dec. 8, 1926. New 


York City reported an increase of $2,387,- 
900,000, Boston $196,000,000, San Fran- 
cisco $137,000,000, Chicago $130,000,000, 
Philadelphia, $73,000,000, Detroit $28,000,- 





000, Cleveland $26,000,000, St. Louis $25.,- 
000,000, Los Angeles $23,000,000, Newark 
$21,000,000, and Minneapolis $20,000,000. 

Aggregate debits for 141 centers for 
which figures have been published weekly 
since. January, 1919, amounted to $14,800,- 
117,000, as compared with $11,800,784,000 
for the preceding week and $11,498,728,000 
for the week ended Dec. 8, 1926. 





A Forecast of Building 
Construction for 1928 


Trends and Indications, published by 
Dorrance, Sullivan & Co., advertising 
agents, New York, says: 

“The American Builder, after a careful 
study of the building requirements of the 
United States, forecasts that 1928 building 
construction will total $7,382,176,618, of 
which $4,627,403,756 is the estimate placed 
on residential building. This amount is 
64 per cent of the total estimated outlay. 
In studying the detailed figures below, it 
is seen that single family dwellings head 
the list both from a standpoint of volume 
or total floor areas, as well as in value, 
and the rate of building per inhabitant is 
considerably larger in dollars. 

“It is a significant fact that the high- 
est rate of building is in the smallest cities, 
that is, those below 25,000 in population— 
cities that are not covered by the Depart- 
ment of Labor estimates, which are based 
on building permits. The high rate of 
building in smaller cities is explained by 
the great number of small localities sur- 
rounding the big metropolitan cities which 
are within commuting distance and which 
participate in the social and industrial ac- 
tivities in the larger centers which they 
surround. Many of these small cities and 
villages contain great industrial enter- 
prises as the tendency has been for manu- 
facturers to take their plants out of the 
more congested areas where tax valua- 
tions are exceedingly high. 

















“In the territories immediately  sur- 
rounding New York and Chicago, for in- 
stance, there are 519 cities and villages in 
what are commonly regarded as commut- 
ing zones. There are 210 of these locali- 
ties surrounding Philadelphia; 135 around 
Pittsburgh; 128 surrounding Boston and 
many hundred around our other large ci- 
ties, only a very small percentage of which 
are represented in usual building reports 
or building permit totals. 

“Details of the forecast are contained in 
the table below. 


Residential Buildings 


Number Cost 
1-Family Dwellings.484,132 $2,420,660,200 
2-Family Dwellings. 52,482 440,802,050 
1 and 2- Family 

Dwellings with 

i ee eee 7,387 80,775,420 
Multi - Family 

Dwellings . 19,263  1,019,438,800 
ie ere es age 393 186,487,770 
All Other Residen- 

Me oC AS 377 50,312,877 
Remodeling and Re- 

OWES: 5 icc es es 428,926,639 

Total Residential $4,627 ,403,756 


Public, Commercial and Other Buildings 


Number Cost 
Amusement  Build- 

a ee ee 1,682 235,878,242 
eee re 2,071 116,057,726 
Factories and Shops 8,470 312,864,826 
Public Garages..... 8,077 141,392,006 
Private Garages. ..342,762 135,814,092 
Service Stations.... 7,415 26,646,250 
Institutions ....... 504 86,307,391 
Office Buildings.... 2,975 456,597,810 
Public Buildings... 481 55,093,755 
Schools and _ Li- 

ey. ee 2,342 403,350,934 
Farm Buildings... .138,856 56,070,204 
Stores and Ware- 

a aa 27,318 376,460,827 
rg 110,967,564 
Remodeling and Re- 

Hemet So ccte 241,271,235 

Grand Total $7,382,176,618 


Rate War Looming on 
Atlantic Coast 


Possibility of a rate war between Cana- 
dian freight shippers and those of the 
Shipping Board, as well as other firms op- 
erating in the North Atlantic trade, ap- 
pears to loom strongly with the receipt of 
reports from Canada that the Canadian 
Pacific Steamship Co., Ltd., would with- 
draw from the North Atlantic Conference. 
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Usual Last Minute Rush Develops in 
Chicago Buying—Staples Are Slow 


(Chicago office of HARDWARE AGE) 


CHICAGO, Dec. 20.—The customary last-minute rush of holiday 
buying is now developing and the very satisfactory volume of re- 
placement orders for gift merchandise received from the dealers 


shows that their stocks are moving well. 


However, while holiday 


goods are having a very heavy demand, the more staple hardware 
items are extremely quiet as is usual just ahead of inventory time. 
This fact would indicate that immediately after inventory there 
will be a considerable volume of business as dealers fill in their de- 


pleted stocks. 


Prices as a whole show very little change, although an increasing 
firmness is to be noted. Solder, which took a very substantial drop 
a short while ago, has recovered somewhat and prices on all grades 
have been advanced. Manufacturers have announced a slight raise 
on some types of lock sets, but jobbers’ prices are unchanged as yet. 
On the other hand, agricultural wrenches have declined with the 
allowance of an extra 5 per cent off list. 

While there is no actual increase in the activity of the steel mills 
in the Chicago area, a very good volume of business is in sight for 


delivery during the first quarter of next year. 


Railroads are plac- 


ing specifications for both rails and cars while there is a sharp in- 
crease in the inquiries for bars, shapes and plates on the part of 


general manufacturers. 


Collections are fair and about the same as last year. 





AUTOMOBILE ACCESSORIES.—The 
sale of winter accessories is now about 
normal due to the advent of colder 
weather. 


We quote from jobbers’ 
f.o.b, Chicago: 

Spark Plugs.—Splitdorf, for Fords, 
50c. each; regular, 58c. each: Cham- 
pion X, 45c. each; Champion Blue 
Box line, 53c. each; A. C., 538c. each; 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 

Spot Light.—Appleton, No. 3280, 
$6.50 each. 

Chains.—Non-skid, dozen pair lots, 
35 per cent discount. 

Jacks.—National Standard, No. 21, 
$1.30 each. 

Pumps. — Rose, 1% 
$1.85 each. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $8.30 each; regular 
cord, $6.10 each; gray inner tubes, 
30 x 3%, °1.24 each; red inner tubes, 
30 x 3%, $1.45 each. 


AXES.—There is an especially good 


stocks, 


in. cylinder, 


demand for high grade axes. Prices 
are firm. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Single bit base weight, 
axes, unhandled, at $14 per doz.; han- 
died at $19.25 per doz.; double bit 
base weight axes, unhandled, at $19 
per doz.; handled at $24.50 per doz. 


BOLTS AND NUTS.—There is a nor- 
mal demand and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 60 per cent discount; small 
carriage bolts, rolled thread, 60-10 
per cent discount; machine bolts, cut 
thread, 60 per cent discount: small 
machine bolts, rolled thread, 60-10 
per eent discount; all stove bolts, 75- 
10 per cent discount; lag screws, 60 
per cent discount. 


BUILDERS’ HARDWARE.—Manufac- 
turers have announced a 50-cent ad- 





vance on broad bevel lock sets, but 
jobbers’ prices are unchanged as yet. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $2.07 
per doz. pair, case lots, less quanti- 
ties, 9c. per doz. pair higher; 4 x 4 
steel butts, old copper and dull brass 
finish, $2.90 per doz. pair, case lots; 
less quantities, 10c. per dozen pair 
higher; heavy steel bevel inside sets, 
$5.75 per doz. sets, case lots; steel 
bit-keyed front door sets, $1.45 per 
set; wrought brass, bit-keyed front 
door sets, $2.49 per set; cylinder front 
door sets, $6 per set. 


CHAIN.—Prices are firm with a good 
volume of orders being received. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: in. proof cow 
chains, $8.50 per 100 lb. Tenso Bull 
Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-4% electric 
welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.— 
Manufacturers continue to talk ad- 
vances on copper rivets but have taken 
no action as yet. Sales are fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-5 per cent discount. 


ELECTRICAL MERCHANDISE.—The 
market is steady with prices on rubber 
covered wire strong. The demand for 
appliances is very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Electrical merchan- 
dise, No. 14 rubber covered wire, $6.00 
per 1000 ft.; in less than 1000 ft. lots, 
$6.50; No. 18 lamp cords, $12.50 per 
1000 ft.; in 1000 ft. lots, $12; %-in. 
brush brass key sockets, 15%c. each; 
two-way plugs, 45c. each. in lots of 
10, 40c. each; two-piece attachment 
plugs, 74%4c. each; dry cells, boxes of 
50, 32144c, each; less than case lots, 
36c. each. 





Electrical Appliances. Iron, Hot 
Point, $4.20; lots of six, $3.89; Sun- 
beam, $5; lots of six, $4.72. Per- 


colator, Universal 9169, $16.65. 
Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 766, pack- 
ages of 10, $1.30; No. 767, $2.62 each; 
No. 767, packages of 5, $2.44 each; 
No, 770, $3.40 each; No. 770, pack- 
ages of 5, $3.17; No. 772, $2.62 each; 
packages of 5, $2.44; No. 486, $3.58 
each; 5 3.33. 
lots 





No. 486, packages of 5, 
Battery Chargers.—Apco line, 
cf less than 10, $9.90 each. 


FILES.—Sales are normal and prices 
are firm. 


We quote from jobbers’ 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
50 per cent off list. 


GALVANIZED WARE.—There is a 
fair movement for so late in the year. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: Standard galvanized 
after made tubs, No. 1, $6; No. 2 
$6.85; No. 3, $8; 10 qt. galvanized 
after made pails, $2.12; 12 at., 


stocks, 


2.835 
14 qt., $2.60; 1 gal. all galvanized oil 
cans, special, $2 doz.; 2 gal., $4 per 
doz.; 3 gal., $5.75 doz.; 5 gal., $7 doz. ; 
1 bu. galvanized baskets, $6.20 doz.: 
No. 26, bailed, % bu. galvanized 
measures, $4.50. 


GLASS AND PUTTY.—Sales are nor- 
mal for this time of year. Prices are 
unchanged. : 


We quote from _ jobbers’ stocks, 
f.o.b. Chicago: Single strength A, all 
brackets, 89-5 per cent discount: sin- 
gle strength B, all brackets, 90-7% 
per cent discount; double strength A, 
all brackets, 89 per cent discount; 
double strength B, all brackets, 90-5 
per cent discount; putty, pure grade, 
$4.25 per 100 1lb.; commercial, $3:50 
per 100 lb. 

GLASS SUBSTITUTES.—The popu- 
larity of glass substitutes is growing 
and the demand is good. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Cel-O-Glass, 100 x 3 
ft., full rolls, $36 each; Glass-Cloth. 
150,x 3 ft., full rolls, $12 each. 

GOLF GOODS.—The holiday demand 
is holding up well, especially for 
matched clubs. 

We from jobbers’ stocks, 
f.o.b. Chicago: High-grade wood 
clubs, $2.50 each; irons, $2.10 each; 
medium grade, $1.35 each; Crawford- 
McGregor steel shaft wood clubs, $4.50 
each; Crawford-McGregor steel shaft 
iron clubs, $3.50 each; Grand Slam 
wood clubs, $4.75 each; Grand Slam 
iron clubs, $3.35 each; U. S. Royal 
Golf Balls, $6.50 dozen; St. Mungo 
Colonel Golf Balls, $6.50 doz. 


HANDLED HAMMERS AND HATCH- 
ETS.—There is a good demand for 
tools in holiday packages. Except for 
this, sales are quiet. 


HAMMERS— 


We quote 


quote 


from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16 oz. 
nail hammers, $12 dozen; Maydole, 
$12.60 doz.; 16 oz. machinists’ ham- 
mers, first quality, $9.20 doz.;: com- 
petitive grade, 16 oz. nail hammers, 
$6 to $8 doz. 


HATCHETS— 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 
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HANDLES, TOOL.—The demand is 
seasonably quiet and prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Ax Handies.— No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—There is a normal demand 
at the recently advanced prices. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Heavy Strap hinges 
in bundles, 4 in., 88c.; 5 in., $1.16; 6 
in., $1.40; 8 in., $2.25; 10 in., $3.62 per 
doz. pair; extra heavy T hinges, in 
bundles, 4 in., $1.21; 5 in., $1.49; 6 in., 
$1.70; 8 in., $2. 55; 10 in., $4. 10 per doz. 


HOCKEY STICKS.—Freezing weather 
has greatly stimulated sales. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Boys’ Hockey stick, 
$2 doz.; Youth’s Hockey stick, $4 doz.; 
College Hockey stick, $8.25 doz.; Pro- 
fessional Hockey stick, $20 doz.; prac- 
tice pucks, $2.25 doz.; official pucks, 
$3.50 doz. 

ICE SKATES.—The past week of cold- 
er weather has brought a heavy de- 
mand. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Key Clamp, Rocker, 
men’s and boys’, bright finish, 75c. 
pair. Half Key Clamp, Rocker, 
women's and girls, $1 pair; Key 
Clamp, hockey, men’s and boys’, $1.20 
pair. Half Key Clamp, hoc key 
women’s and girl’s, $1.40 pair. Tu- 
bular skates, men’s or women’s, 
racer or hockey, $5.50 pair. 


LANTERNS.—Sales are holding well 
considering the lateness of the season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Long or short globe 
tubular lanterns, $13 per doz, net. 


LARD PRESSES AND SAUSAGE 
STUFFERS.—tThere is some improve- 
ment in sales with the advent of more 
seasonable temperatures. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Enterprise No. 25, 
qt., $8 each; No. 31, 6 qt., $8.65 each; 
No. 35, 8 qt., $9.50 each. 


NAILS.—There is a normal demand at 
the recently readjusted prices. 


We quote from jobbers’ § stocks, 
f.o.b. Chicago: l.c.l. quantities com- 
mon wire and cement coated nails, 
current lLec.l. stock orders, $3.00 per 
keg base. 


PAINTS AND OILS.—There is a nor- 
mal demand and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
MB ne ey Oil, Raw.—Barrel lots, 89c. 
r gal.; 5 barrel lots, 86c. per gal. 
at Oil, Boiled. — Barrel lots, 
92c. per gal.; 5 barrel lots, 89c. per 
1 


gal. 

Denatured Alcohol. — Barrel lots, 
6814c. per gal.; steel drums, extra $6, 
returnable. 


Some hardware merchants have adopted the system 
of weighing instead of counting light hardware and 
bulk stuff: One dealer in Pittsburgh does the job as 


follows: 


On the bin or drawer of loose light hardware each 
item carries a pencil memo of the count as against 
weight. For instance: 12 of a given size will weigh so 
much and so on. The seller can tell at a glance just 


what the count is by using the scale. 





Turpentine. — Drum lots, 69c. per 
gal. net. 

White Lead.—100 Ib. lots, $13.25; 50 
lb. lots, $6.75; 25 Ib. lots, $3.40; 12% 
Ib. lots, $1.75. 

Shellac. —(4% Ib. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 

Dry Paste.—Barrel lots, 7c. per 


PREPARED ROOFING.—A good vol- 
ume of orders is being received at 
the present low prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.80 per 
square; best grade talc surfaced, 
$2.05 per square; medium tale sur- 
faced, $1.05 per square; light tale 
surfaced, 85c. per square: red rosin 
sheathing, $55 per ton. 


PYREX WARE.—Business is very 
good and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No, 212, $7.20 dozen: 
No. 214, $12 dozen. 

New Handled Casseroles.—Round, 
No. 622, $12 doz.; No. 623, $14 doz.: 
Oval, No. 632, $12 doz.; No. 633, $14 
doz.; gy ae No. 642, $12 doz.; 
No. 643, $14 d 

Pie Plates. a 208, $6 per dozen; 
No. 209. $7.20 per dozen. 

Tea Pots.—2 cup, $21 doz.; 4 cup, 
$24 doz.; 6 cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 

Iced Tea Sets.—$4 per set. 


ROPE.—The demand is rather quiet 
with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila standard 
brand, 23%c. to 26c. per Ib.; No, 2 
Manila, 22%c. per lb.; No. 1 sisal, 
14%c. to 16c. per lb.; No. 2 sisal, 
13%c. to 15c. per Ib. 


SASH CORD.—There is a fair demand 
and prices are unchanged. 


We quote from _ jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$7.90 per doz. hanks; No. 8, $8.90 per 
doz. hanks. 


SASH PULLEYS.—A normal volume 
of business is being placed and prices 
are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
55c. per doz.; barrels, 50c. per doz.; 
Common Sense, 2 in., 55c, doz.; bar- 
rels, 50c. doz.; No. 110, 50c. doz.: 
barrels, 45c. doz. 


SAWS.—Prices are firm and sales are 
satisfactory. 


We quote from jipbbers’ stocks, 
f.o.b. Chicago: Circular cord wood, 
20 in., $2.20 to $3; 22 in., $2.64 to $4; 
24 in., $3 to $4.50; 26 in., $3.50 to $5; 
28 in., $4 to $6; 30 in., $4.75 to $6.50. 

SCREWS.—The demand is heavy at 
the present low prices. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 75-20-35 per cent; round head, 
brass, 7214-20-35 per cent; flat head, 


brass, 7214-20-35 per cent: round 
head, brass, 70-20-35 per cent. 


Weighing the Count 





This saves time. 
two, three or four dozen pieces are wanted. On some 
of the goods the count weight was noted on the shelf 


SKIS.—There is a good holiday demand 
stimulated by colder weather. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 5 ft. Norway Pine 
skis, $1.05 per pair; 5 ft. mahogany 
finish Magnolia skis, $1.60 per pair; 
5 ft. Northern White Ash, $1.85 per 
pair. 


SLEDGES AND WEDGES.—There is 
a seasonably active demand. Prices 
are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or  black- 
smiths’ sledges, 5 lb. and heavier, 
10c. per 1b.; common wood chopper’s 
wedges, 7c. per lb. 


SOLDER AND BABBITT.—Prices 
have recovered somewhat from their 
recent slump. Sales are fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 
solder, $38.60 per 100 lb.; medium 
45-55 solder, $35.60 per 100 lb.; tinners 
40-60 solder, $33.15 per 100 Ib.; high 
speed babbitt metal, $20 per 100 Ib.; 
standard No. 4 babbitt metal, $13 
per 100 Ib. 


STEEL SHEETS.—There is a fairly 
good demand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage galvanized 
sheets, $5.30 per 100 lb.; 28 gage black 
sheets, $4.20 per 100 Ib 


STOVE PIPE, FURNACE PIPE AND 
ELBOWS.—There is a very active sea- 
sonal demand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage, 6 in. Blued 
Stovepipe, 13c. per ft.: 28 gage, 6 in., 
Corrugated Elbows, $1.45; per doz.: 
17 in, Galvanized Coal Hods, $4.85 
per doz.; 17 in. Competition Coal 
Hods, $4.35 per doz. 


TOYS.—The heavy holiday demand 
continues with a large volume of fill-in 
orders. 

TRAPS.—Sales continue to be un- 
usually good. Factory deliveries are 
still much delayed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0, $1.10 per doz.; 
No. 1, $1.38 per doz.; No. 1%, $2.44 
per doz.; No. 2, $3.36 per doz, 


WRENCHES.—The market is weaker 
on agricultural wrenches, Sales are 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10-5 per cent discount, Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list:  Stillson 
wrenches, 70-10 per cent discount: 
Trimo, 70-5 per cent discount. 

Snap-on Wrenches. — Radio and 
electrical sets in metal cases, +: 
No. 101, Master Service Set, $13.75; 
No. 202 Heavy Duty Set, $8.80; No. 
404 Flexible Socket Set, $8.80: No. 608 
Crankcase Drain Plug Socket. $3.20: 
No. 90 Square Socket Set, $3.70; No. 
1817 Giant ‘“Snap-on’’ with extra 
heavy duty ratchet, $27.35. All Snap- 
on Spleen less 33%4 per cent dis- 
count. 


It is especially convenient when 


edge and remained as a permanent guide. It is true 


that the hardware merchant is using the scale to an 
increasing extent all the time but in goods that must 
be sold on the count, a good many. of them might profit- 
ably establish the weight principle. 
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Cincinnati Reports 1927 Business 
Better Than That of 1926 


CINCINNATI, Dec. 20.—Interest at present centers in the holiday trade 
which the retail hardware stores in this district are doing. 
consensus of opinion that sales this year will equal those of last year, 
and there is a strong probability that the Christmas business will ex- 


ceed that in 1926. 


Local jobbers report that the volume of orders in December has shown 
an increase over that in the corresponding month last year, and book- 
ings for the entire twelve months of 1927 are from 5 to 10 per cent 
In view of the fact that business in general has 


ahead of those in 1926. 


(Cincinnati office of HARDWARE AGE) 


It is the 





receded somewhat from the level maintained last year, this report is re- 


garded as especially satisfactory. 


The price situation is unusually firm at the moment, and indications 
are that there will be little change in the early months of the coming 
The only alteration is the new card on nails which recently has 
been issued by manufacturers and which will be put into effect shortly. 

Movement of automobile accessories has improved considerably since 
the introduction to the public of the new Ford car. 
cold weather also contributed to increased sales. 

Business in buliders’ hardware is running in about the same volume 
as in 1926, a record which is looked upon as favorable. 


year. 


in general are fairly good. 


A brief period of 


Collections 





AUTOMOBILE ACCESSORIES.--Job- 
bers state that business has picked up 
considerably since the new Ford car 
has been put on the market, and indica- 
tions are that January and February 
will be unusually active months. Esti- 
mates are that sales for the year 1927 
will fall about 10 per cent short of those 
in 1926. The decrease is attributed al- 
most wholly to the long-delayed ap- 
pearance of the Ford. Prices are be- 
ing well maintained. An unguaranteed 
tire for old model Fords is having a par- 
ticularly good run at the moment. A 
short period of cold weather brought 
out a sudden demand for heaters, chains 
and anti-freeze preparations. 
We quote from Cincinnati jobbers’ 


stocks: 

Tires: 30x31%4 29x4.40 
| Pere 5.00 $6.30 
Medium grade ......... 6.10 7.55 
eer rer er 8.75 9.65 

Tubes: 

COMIRD BVRES 2. kc ceecice 1.00 1.25 
Medium grade ......... 1.25 = 
eae 1.45 1.85 

Note.—30x3%, unguaranteed cord 
tire, $4.25 each. 

Heaters.—Arvin Ford heater, $1.15 


each; Ford hot spot, $4 each: Ford 
super heater, $6; Ford zipper heater, 
$2.34 each. 

Chains.—35 per cent off for less 
than 12 pairs; 40 per cent off for 12 
pairs or more. 

Anti-Freeze Preparation.—Eveready 
Prestone in half gallon or gallon 
cans, $3.60 per gal. 


BOILER LIQUID.—There has been no 
change in this commodity. 


We quote from Cincinnati jobbers’ 
stocks: 

Hercules tile and poreclain cleaner, 
$2 per dozen; in gross lots, $1.90 per 
dozen. 

Hercules Radiator Stop Leak, 8 oz. 
cans, 1, 2 and 3 dozen cans to a car- 
ton? $4.50 per dozen. 

Hercules boiler liquid, quart cans, 
$2.25 each. 


BOLTS AND NUTS.—In these products 





jconditions are about normal, and prices 
have not been disturbed. 
We quote from Cincinnati jobbers’ 


stocks: 

Cut-thread carriage and machine 
bolts, 60 per cent off list: rolled- 
thread carriage and machine _ bolts, 
60 and 10 per cent off list: stove 
bolts, 80 per cent off list; square 
hexagon and tap nuts, 60 per cent off 
list. 

BUILDERS’ HARDWARE.—Business 


has tapered off in the last few weeks, 
and rainy weather has resulted in an al- 
most total suspension of building activi- 
ties for the moment. The volume of 
sales this year is about equal to that of 
1926. Prices are unchanged. 

We quote from Cincinnati 
stocks: 

Sash Weights.—Sash weights, $1.75. 

Inside Sets.—Square bevel inside 
sets in case lots, $5.75 per doz. 

DENATURED ALCOHOL. — A_ few 
days of cold weather resulted in a heavy 
demand for this product, the price of 
which is firm at the quotations given 
below. 

We quote from Cincinnati jobbers’ 
stocks: 

Denatured alcohol in 52-gal. drums, 
53c. per gal.; in lots of three drums, 
52c. per gal.; in 10 one-gallon lots, 
74c. per gal.; in gallon cans, 75c. per 
gal. A charge of $6 for each drum 
is made, but this amount will be re- 
bated when the empty drum is re- 
turned. 

Ivo radiator glycerine, $2.25 per 
gal. for 55-gal. drums; $2.30 per gal. 
for 30-gal. drums; $2.45 per gal. for 
3-gal. cans. 


DRAIN PIPE CLEANER.—This item 
is moving steadily and dealers are well 
stocked to meet current needs of their 
customers. 

We quote from Cincinnati jobbers’ 


iobbers’ 


stocks: 

Economy plumber, drain pipe 
cleaner, $2 per doz. 1-lb. cans. Same 
in 2-lb. cans, $3.90 per dozen. The 


| NAILS. 





1-lb. size is packed one, two and three 


dezen to a carton. The 2-lb. size is 
packed in one and two dozen cartons, 


ELECTRICAL GOODS.—Many local 
retailers are finding it profitable to 
carry a well rounded line of electrical 
merchandise for the Christmas trade. 
The call for such articles as perco- 
lators, waffle irons, toasters and Christ- 
mas tree lights has been heavy. 

FIRE SHOVELS.—Here is a line which 
has been moving fairly well in the past 
month. 


We quote from Cincinnati jobbers’ 
stocks: 

No. 80, 56c. each; No. 56, galvan- 
ized, 95e. each; No. 9, $1.50 each; No. 
11, $1.65 each. 

JUVENILE VEHICLES.—Most deal- 
ers have stocked this commodity in an- 
ticipation of good preholiday sales. 


We quote from Cincinnati jobbers’ 


stocks: 

Scooters.—No. 109, $2.90 each; No. 
110, $3 each. 

Sidewalk Cycles. — No. 11, $11.50 
each; No. 12, $12.75 each. 

Velocipedes.—No. 6E, $2.90 each; 


No. 7E, $3.30 each; No. 46, $7.40 each. 
LAMPS.—Trade in this line has been 
about normal. 

We quote from Cincinnati jobbers’ 
stocks: 

Quick Lite gasoline lamps, C317, 
$7.40 each; C329, $6.25 each; C318, $7 
each; C324, $7 each; Quick Lite lan- 
terns, L327, $5.25 each; L427, $6 each. 

Manufacturers are announc- 
ing a new price card, but the base price 
to the dealer will not be affected. 

We quote from Cincinnati jobbers’ 
stocks: 

Common wire nails, $2.95 per keg; 
cement coated nails, $2.95 per keg. 

PAINT.— ‘Because of unfavorable 
seasonal conditions activities in paint 
products have been rather light. Prices 
have remained firm, however, in the face 
of a,lull in buying. 

We quote from Cincinnati jobbers’ 
stocks: 

Ready mixed house paints, $2.75 per 
gal.; linseed oil in single barrels, 79c. 
per gal.; turpentine in two-barrel 
lots, 62c. per gal.; white and red lead 
in 500-lb. kegs, 13%c. per Ib., less 
10 per cent. : 

RADIO BATTERIES.—Some improve- 
ment is reported by jobbers, but condi- 
tions still are far from being satisfac- 
tory. 


We quote from Cincinnati jobbers’ 





stocks: 
Less than 
Unit In Unit 
Packages Packages 
Batteries Each Each 
yy ode a Serer $0.40 $0.35% 
“Pee. SIO ince 1.05 0.97 
ee ee 1.22 1.14 
5 ode, Oye i Se 1.40 1.30 
oe et a ee 1.40 1.30 
os = eS 2.11 
“B,” No. 2308.. 2.62 9.44 
“EB INO, B6S0S...... 4 3.40 317 
“B,”’ No. 21308. 3.58 3.33 
i ee a ee 0.28 0.26 
age Ae! 0.42 0.39 
gee a 0.59 0.55 
a) im eg ee ee 1.22 1.14 


21308, 5360, 5540 and 5156 are in unit 
packages of 5. Nos. 4156, 2156, 2158 
and 2370 are in unit packages of 10. 
No, 6 is in a unit package of 50. 
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REGISTER SHIELDS.—Shipments of 
this commodity from local warehouses 
have been up to normal for this sea- 
son of the year. Prices are firm. 

We quote from Cincinnati jobbers’ 
stocks: 

Gem copper floor register, $12 per 
doz.; Gem copper wall register, $6 
per doz.; Star japanned floor register, 
$10 per doz.; Star japanned wall 
register, $5.20 per doz. 

ROLLER SKATES.—In this product 
business has been holding up well. 

We quote from Cincinnati jobbers’ 
stocks: 

Nos. 4 and 5, $1.45; No. 6, $1.55. 

SCREWS.—Prices have been firm and 
the volume of orders has been fair. 


We quote from Cincinnati jobbers’ 
stocks: 

Flat head bright, 90 and 7% off list; 
round head blue, 85 and 30 off list; 
flat head brass, 85 and 30 off list; 
round head brass, 85, 20 and 5 off 
list; round head nickel-plated, 85 and 
10 off list. 


SLEDS.—In this city prices are being 
well maintained, but in outside terri- 
tory some jobbers have been shading 


quotations. 
We quote from Cincinnati jobbers’ 
stocks: 





Steering Sleds.—No. 96, $11.25 each; 
No. 210, $20.75; No. 100, $14; No, 200, 
$16.50; No. 220, $24.60; Flexible Flyer, 
33% per cent off list. 


STOVE BOARDS.—Demand has been 
exceptionally good, and the amount of 
stock moved from local warehouses has 
been better than normal. Prices are 
steady and unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 

Paper-Lined Stove Boards.—-24 x 24 
in., $6.75 per doz.; 30 x 30 in., $9.60 
per doz.; 35 x 35 in., $14.25 per doz. 

Wood-Lined Stove Boards.—24 x 24 
in., $11.15 per doz.; 30 x 30 in., $18 
per doz.; 36 x 36 in., $25 per doz. 


STOVE PIPE.—Here again the sales of 
the last two weeks have been eminently 


satisfactory. 
We quote from Cincinnati jobbers’ 
stocks: 
Stove Pipe.—29 gage, u. c. crated 
pipe, 4 in., $9.75 per 100 joints; 29 
gage, u. c. crated pipe, 6 in., $11.75 


per 100 joints; 29 gage, u. c. crated 
pipe, 7 in., $14.25 per 100 joints; 2 
gage, u. c. crated pipe, 6 in., $12.25 
per 100 joints; 28 gage, u. c. crated 
pipe, 7 in., $14.75 per 100 joints. 

Elbows.—U. C. elbows, 4 in., $1.05 
per doz.; 6 in., $1.25 per doz.; 7 in., 
$1.65 per doz. 





TOYS.—Hardware retailers are having 
much success in selling toys, and stocks 
this year are heavier than in previous 
years. Many retail dealers are devot- 
ing a substantial amount of floor space 
to toys, with good sales as a result. 


WEATHER STRIPPING. — Jobbers 
have had to replenish their stocks be- 
cause of the consistently good demand 
from the retail trade. Prices are firm. 


We quote from Cincinnati jobbers’ 
stocks: 

Wood and rubber weather strip- 
ping, No. 1, $17.25 per 1000 ft.; No. 
1%, $24 per 1000 ft.; No. 4, $34.50 per 
1000 ft.; No. 7, $41 per 1000 ft. 

Wood and felt weather stripping, 
No. 71, $19.50 per 1000 ft.; No. 71%, 
$27 per 1000 ft.; No. 75, $46.50 per 
1000 ft. 


All rubber weather stripping, No. 
9, $2.10 per 100 ft.; No. 10, $2.85 per 
100 ft.; No. 11, $3.55 per 100 ft. 


WINDOW VENTILATORS. — Orders 
for this commodity have come fully up 
to normal. 


We quote from Cincinnati jobbers’ 
stocks: 

No. 02, $4.80 per doz.: No. 2, $5.60 
per doz.; No. 3, $6.40 per doz.; No. 
4, $7.60 per doz. 








Everedy Silent Door-Closer 


The Everedy Co., Frederick, Md., has 
recently added to its line of household 
products, the Everedy Silent Door Closer. 
This closer, designed for screen and other 
fight doors, is of the pneumatic type, sim- 








ple in design and construction and excep- 
tionally powerful. 

While the closer is small, requiring but 
2% in. of space between doors, its parts 
are relatively large and are said to stand up 
well for several years without replace- 
ments. The manufacturer reports that 
stock closers have been operated mechani- 
cally over 100,000 times in laboratory tests 
without appreciable wear. This is esti- 
mated to be equivalent to over eleven years’ 
operation in the average home. 

The closing speed of the door is con- 
trolled by a valve regulated by rotating 
the compression cylinder itself. Turning 
the cylinder as far as it will go to the 
right, closes the valve and holds the door 
open. The closer works equally well on 
either right or left hand doors, and is in- 
stalled in a few minutes with a screw- 
driver. Attractively packaged in a two- 
color display carton. 





Chase, Parker & Co. Issue 
64-Page Supplement 


Chase, Parker & Co., Boston, Mass., has 
issued a 64-page supplement to its catalog 
No. 5 containing all the latest information 
on bolts and nuts. It is very comprehen- 
sive and up to the minute in its informa- 
tion. 





Burton’s New Display Stand 


Burton-Boston Brush Co., 122 Harvard 
Street, Cambridge, Mass., is offering to 
dealers the display stand illustrated, which 





holds an assortment of 18 Burton’s Boston 
Brushes. This stand has six panels, is fin- 
ished in four colors. Each panel displays 








three brushes with their names and prices. 
It will revolve at the touch of the hand 
and occupies very little space, measuring 
only 40 in. high and 10 in. wide. 





Premax Curtain Holdback 


Niagara Metal Stamping Corp., Tenth 
Street and Angelo Court, Niagara Falls, 
N. Y., has placed on the market the Pre- 
max Curtain Holdback, a small device de- 
signed to keep window curtains from blow- 
ing out of the window. There are two 
parts, the arm and the bracket. The 


Bit 
Repl 
+ 


PREMAX 


CURTAIN HOLDBACK 





bracket is placed from 20 to 24 in. above 
the window sill. The arm can be inserted 
so that it hangs vertically, out of the way, 
when not in use. When the arm is to be 
used, the curved portion is inserted in the 
bracket, the arm extending horizontally, 
holding the curtains from the window, also 
keeping them back from the dust and dirt 
that blows in. 

Two brackets and two arms comprise 
the set, together with the necessary screws. 


Divine Issues Catalog 


The Fred D. Divine Co., Utica, N. Y., 
recently issued its catalog, “Fishing Rods 
by Divine.” In this book are listed, illus- 
trated and described the various types. of 
rods, tips, guides, etc., which the company 
manufacturers. Included in the listing 
are trout rods, dry fly rods, invisible rods, 
bass casting rods, tarpon roc; and sea bass 
rods. 
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Pittsburgh Sales Behind 1926 Schedule— 
Jobbers Report Collections Slow 


PITTSBURGH, Dec. 20.—Hardware jobbers are feeling better about 
3ales experiences, although they still report the movement of goods to 
be running behind that at this time last year. 
are beginning to get attention and not a few distributors are finding 
time to devote to that work, since current business is not of that press- 
ing character that preempts all attention. The week has brought out no 
important price changes in hardware items. 
ers’ hardware has appeared, but it is understood to be merely a revision 
that leaves the important items are practically the same levels at which 
they have been selling over the past few months. 


up on nails in a way that suggests 


extras recently issued by the manufacturers, and it is also noted that 
there has been no delay in applying the new schedule on resale prices. 
Collections still are slow, particularly from the coal mining districts, 
and there is a little concern over the rather high percentage of old ac- 


counts that remain unpaid. 


(Pittsburgh Office of HARDWARE AGE) 


Year-end inventories 


A new price list on build- 


Jobbers are stocking 
that they believe in the new card of 





AUTOMOBILE ACCESS ORIES.— 


There has been a rather good move-’ 


ment of alcohol and other liquids for 
preventing radiators from freezing, but 
the general demand for accessories sea- 
sonal to this time of the year leaves 
something to be desired. 


Alcohol.—In barrel lots, 49c. to 57c. 
per gal. 

Ilvo.—In 55-gal. drums, $2.25 per 
gt 30-gal. drums, $2.30; 3-gal. cans, 


"mene. —Eveready, $3.60 per gal. 

Chains.—Lots of 1 to 9 pairs, 30 per 
cent off list; lots of 10 to.49, 35 per 
cent off list; lots of 50 or more, 40 
per cent off list. 

ee —Best, 60c. each; good, 


"Hydrometers.—Standard makes, 65c. 
eacn, 

AUTOMOBILE TIRES AND TUBES. 
—tThese items still are moving rather 


slowly in spite of favorable price 
terms. Jobbers quote popular sizes as 
follows: 


Casings. —High pressure, cord, 30 

x 3% in. clincher, $6.10 each; same, 
extra size, $8.30; 31 x 4 in., $13; 32 
x 4 in., $13.80; 33 x 4 in., $14.50; = 
x 4% in., $18. 75; 33 x 4% in., $19.5) 
34 x 4% in., $20.20; 33 x 5 in., $25. 20: 
balloon, 29 x 4.40 in., $9.15; 30 x 5 
in., $13; 31 x 5 in., $13.55; 30 x 5.25 
in., 20 in. rim, $15.15; 21 in. rim, 
$15.65; 30 x 5.77 in., $20.85; 30 x 6 
in., $20.40; 32 x 6 jin., 20 in. rim, 
$21.10; 21 in. rim, $21.80 

Tubes.—High pressure, tan, 30 x 
3% in. clincher, $1.60 each; 31 x 4 
in., $2.40; 32 x 4 in., $2.50; 33 x 4 in., 
$2.60; 32 x 4% in., $2.90; 33 x 4% in., 
$3; 34 x 4% in., $3.10; 33 x 5 in., $3.75; 
gray tubes sell 15c. to 50c. less; bal- 
loon, gray, 29 x 4.40 in., $1.85; 30 x 5 
in., 2.30; 30 x 5.25 
in., , $2.55; 21 in. rim, $2.65; 
30 x 5.77 in., $3.10; 32 x 6 in., $3.10; 
33 x 6 in., $3.35. 


BATTERIES.—There is a strong de- 
mand for dry cell batteries for radio 
sets, and jobbers are finding it neces- 
sary to make frequent calls on manu- 





Broken Unit 
Pac ee s Packages 
No. $2.6 $2.44 
No. 2.44 
No. 3.17 
No .39 
No 361% 
No. 6 dry cells, ignition type unit 
package, 32%c. each. 
Flashlights.—No. 935, 9%4c. each; 
No. 950, 9%4c.; No. 790, 18%c.; No. 
705, 28c.; No. 750, 18%c.; No. 761, 25c. 


Hot Shot.—No. 1461, $1.67; No. 1661, 
2.37. 


BOLTS, NUTS AND RIVETS.—There 
is not much activity, but prices are 
markedly firm. Jobbers quote: 


Bolts.—All styles except stove and 
tire bolts, per 100 pieces, 60 to 62% 
per cent off list; stove bolts, 75 and 
10 per cent off list; tire bolts, 50 and 
10 per cent off list. 


Nuts.—All styles, 60 to 62% per 
cent off list. 
Rivets.—Large, $3.50 base per 100 


pieces; small wagon and _ tinners’ 
rivets, 60 per cent off list. 

BUILDERS’ HARDWARE.—The Mc- 
Kinney Mfg. Co. has issued a new price 
list, revising, but not materially chang- 
ing, prices that have been current for 
several months. Business is seasonally 
quiet. Jobbers quote: 


Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 








lots, 3 in. x 3 in., $18.50 per 100 pair; 
378 in. x 3% in., $19; 4 in. x 4 in., 


Hinges.—Heavy strap, 6 in., 
per doz.; 8 in., $2.95; 10 in., 
extra heavy, T, 6 in., $2.30 per doz.; 
, $3.40; 10 in., $5.40; light strap, 
screws, packed one pair in a 
3 in., $9.60 per 100 pair; 4 In., 

light, J. 3 in., $11 per 100 
pair; 4 in., 2.60. 


GAME TRAPS.—Jobbers now have no 
hesitancy in declaring that this year 
has been the best on record in the mat- 
ter of sales and that sales have been 
almost double what they were last year. 
Jobbers quote: 
Victor, No. 
$1.38; No. 1%, 
jump, No. 0, $1.59; No. 1, $1.83; 
spring, No. 1, $1.28; Gibbs, 2-trigger, 
Bl “% doz.; single grip No. 1, $1.88; \ 
, $3.85; No. 3, $5.50; No. 4, $6.70. 

HEATERS.There has been so much 
weather lately that has savored of the 
spring that sales of heaters have been 

affected adversely. Jobbers quote: 


Oil Heaters.—According to size and 
style, $3.75 to $6 each. 

Gas Heaters.—Radiant type, 
$65 each; reflector’ type, 
$13.50. 


HEATING ACCESSORIES.—Demand 
now suggests that the bulk of the sea- 
son’s needs have been supplied. Job- 
bers quote: 


Stove Board.—Square, wood lined, 
24 in., $12.60 per doz.; 28 in., $18 per 
doz.; 30 in., $20 per doz.; 36 in., $29 
per doz.; paper lined, 24 in., $7.50 per 
doz.; 28 in., $9.50 per doz.;°30 in., 
$10.80 per doz.; 35 in., $16.20 per doz. 

Stove Pipe and Elbows.—First qual- 
ity nested stove pipe, 3 in., $2.75 per ! 
crate; 4 in., $2.90; 5 in., $3.11; 6 in., i 
$3. = 8 in., $4.17; elbows, corrugated, t 
3 in., $1.01 ‘per doz. ; 4 in., $1.13; 5 in., i 
$1. 30 6 in., $1.42; 7 in., $1.95. ; 
Dampers. and Flue Rings. —Dame- z 
3 in., $1 per doz.; 4 in., $1.10; 5 i 

a4 


0, $1.10 per doz.; No. 
$2.44; No. 2} $3.36; 





$9 to 


2.25 to 


catitayaienee dene eee ee 


ee 


io Sa SI. 


ers, 3 
in. * 20; 6 in., $1.35; 7 in., $2; flue 
rings 3 in., $1 per doz.; 4 in., $1.25; 
5 in. $1.90: 6 in., $2.20; 7 in., $2.75. 
Coal Hods.—Galvanized, 16 in., $4.30 
per doz.; 17 in., $4.75; 18 in., $5.25. 
Coal Chutes.—Black, 8 ft., $6 each; 
10 ft., $7.60; 13 ft.,; $8. 
Fire Shovels.—Stamped sheet steel 5 
japanned, flat handle, 50c. per doz.; i 
round handled japanned, 60c. to $1.10; 
galvanized, $1.10. Never Break No. 
10, $4.25; No. 16, $4.60; No. 20, $4.80. 
Furnace Scoops.—No. 150-B, $7.50 
per doz.; No. 80, $4.80; No. 81, $4.20. 
Gas Connections.—Lead, 12 in., 24c. 
each; 18 in., 28c.; 24 in., $33c.; 30 in., 
38c.; 36 in., 45c. Fle »xible steel ‘tubing, 
: lengths, 12c.; 4 ft., 15c.; 5 ft., 
18e.; 6 ft, 22e < ‘loth inserted tubing, 
5e per foot. 
Register and 


~ 


Radiator Shields.— 
Register shields, floor, $12 per doz.; 
wall, $6 per doz.; radiator sheet steel 
adjustable, No. 1, $4 each; No. 2 
No. 3, $5; No. 4, $5; No. 5 

50; No. 6, $6 list, subject to deal- 
ers’ discount of 334% per cent. 


PAINTING SUPPLIES.—Turpentine 
has had a rather sharp advance since 
last accounts. Oil is down slightly. 





Hasps.— Hinge, without 
single dozen lots, 3 in., 65c. per doz.; 
4% in., 79c.; 6 in., $1.05; safety, 3 in., 
97c. per doz.; 4% in., $1.14; 6 
$1.60. 

Garage Sets.—Swinging hinges, 
in., $3.10 per set. 

CHRISTMAS TREE HOLDERS.—This 
line has been doing fairly well lately. 
Jobbers quote: 

2 in., $8 per doz.; 3 in., $13.20 per 
doz.; No. 12, $6.50 per doz.; No. 14, 
$7.50 per doz.; No. 16, $9 per doz. 
ELECTRICAL APPLIANCES.—Holi- 
day requirements are providing a very 
good business in percolators, toasters 


screws, 


in., 


10 











facturers to maintain stocks. They 
quote: 
Broken Unit 
Packages Packages 
a ee ee $1.05 $0.97 
Bs) ME so 6:86 kao ewis 3.85 3.33 
eS ree 1.22 1.14 
a ry 1.22 1.14 
SP Pg dae es oe a 1.40 1.30 


and waffle irons. 





Business is on about the usual propor- 
tions for this time of year. 

Price to retailers: Ready mixed 
paints, best grades, $2.60 per gallon; 
lower grades, $2; white lead, 13\4c. 
per lb. in 100-Ilb. lots; 10 per cent less 
in lots of 500 lb. or more and extra 4 
per cent less in lots of a ton or more; 
turpentine, 73c. per gallon in barrel 
lots; raw linseed oil, 11.3c. per Ib. in 
barrel lots, 


POCKET CUTLERY.—Fairly good de- 
mand is reported in connection with 
holiday requirements. 

PYREX WARE.—This line as usual is 
feeling some sales acceleration from the 
Christmas demand. 
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SILVERWARE. — Sales 
than at other periods of the year and 
the explanation is in the extra demands 


for gift giving. constant and of good volume. Jobbers 

SKATES.—Ice skates are moving bet- | quote: 

ter, but even the holiday demand is not Meta-Felt, % in., $19.50 per 1000 
ft.; % in., $26 per 1000 ft.: cushion, 


creating life in the demand for roller 


all’ felt, No. 18, $2.40 per 100 ft.: No. 
skates. Jobbers quote: 19, $2.85 per 100 ft.; No. 20, $3.25 per | 
100 ft. | 
Roller Skates.—Union Hardware Co. Burfo, hard bronze, 3 and 4 ft. | 
line, No. 2, 70c. per pair; No. 3, 75c.: lengths, 5c. per ft. net. Numetal, 
No. 10, $1.05; No. 6, $1.55; Winslow 5i4c. per ft. 
line, No. 38%, $1.50; No. 38, $1.60: . 
No. 38, rubber-tired, $2.50 per pair. WINDOW VENTILATORS.—There is 


Ice Skates._-Winslow line, No. 2110, 
coe ¥ gg en L. S., $1.12; No. ' this line, jobbers as a rule wishing that 
2140, $2.20; same 'L. 8 "$2 $1.50; No. |there was the same steadiness in de- 
|mand in other lines. They quote: 
SLEDS.—Th i fai ; 
SLEDS.—There is a fair call for sleds, | No. 01, $4.40 per doz.: No. 02, $4.80; 
but a fall of snow 1s necessary for a No. 1, $5.20; No. 2, $5.60; No. 3, $6.40. 


good demand. 
SNOW 


SHOVELS.—This 


are heavier 


item also 


| WEATHER STRIPPING.—Demand is 





| 
| 
| 


| little or no variation in the demand for 


| WIRE PRODUCTS.—Fairly good de- 


wood. Jobbers quote No. 34 


shovels at $10.80 per doz. 





|mand is noted for nails, but no more | 


than the usual call for fence and fenc- 


steel | Sones Wire 
(p 


- 100 Ib.) Annealed Galvanized 
Nos. - >: ne $3.00 $3.45 
Rs DE ee ae 3.05 3.50 
No. i oil aaah aoe R cee Re 3.10 3.55 
SS ee eee 3.15 3.65 
SAS OME Gas 5 sate oo 55.4 gach 3.25 3.80 
ON, WeSR sae AP 3.35 4.00 
ED Seer ee ee 3.55 4.25 
Se, SEs Senco 75 4.45 
Barbed wire (per 80-rod en: 
BONE MNNENO oo series cicecbuasens $2.90 
Dee NE os Wa vot aA ws eh ge S5 3.10 
SOD SNE Sa vaciardn eevee supe 3.35 
4- ge reer ree 3.10 
2-point cattle (special) .......... .20 


Field Woven Wire Fence (per 100 
rods): 


SEE bas Cxaw ae pn oes aaa eae $39.00 
Sr ne eres ee 54.75 
ON ea aus 5 dep A 0d Rane AS 27.10 
DOE 3 vacash + Cae eches ae mene 36.15 
EES eer aris ee 
BS ee re ee 48.25 
Poultry 
SS | See ae eee ee $35.60 
DL SSA re se aes Siar 43.00 
WG: LNG an hick Sis hed. ba 58s Saas 48.50 


Steel Fence Posts: 
Galvanized, Painted, 





needs snow to do well in sales, but at | 


that there is a fair call, with steel toes materials. é 
shovels getting the call over those of |  ,, Ve auete in Seren NT 


Tubular Formed 

. eres fy | NRA oe 

| Ae ee eS 55e. each 38c. each 

Pe Eee 65c. each 40c. each 

| 7, aye SP ere wy 45c. each 
| 


Bright nails, base, per keg, $2.85. 


New England Retail Dealers Already Are 
Thinking of Goods Required for Next Spring 


(Boston office of HARDWARE AGE) 

BOsTON, Dec. 20.—New England retail hardware dealers, even in the 
last minutes of the Christmas season, are thinking of goods they will re- 
quire next spring. Business with them has been spotty this month, yet 
on the whole satisfactory. Owing to the conservative buying policy it 
is believed the amount of Christmas stock to be carried over will be 
very small. That the trade has done as well as it has is remarkable in 
view of quickly changing weather conditions which kept the public 
guessing whether they should don fur underwear or the discarded Palm 
Beach. There has been very little weather so far in December that 
carried a suggestion of old-fashioned Christmas snows and everything 
that goes with them, such as skates, sleds, snowshoes, skis, blankets, 
heaters, etc. And yet a large amount of such merchandise will be 
found in the list of gifts on Christmas Eve, to the advantage of the re- 
tail hardware dealers’ bankroll. 

Certain retailers, as they always do, already have purghased much 
spring merchandise. Those who are now thinking of such stock have 
fairly definitely made up their minds what they will require. Indica- 
tions are these dealers will place their orders before Jan. 1, or shortly 
thereafter. There unquestionably is a growing spirit of optimism in 
all merchandising lines. It is generally felt that 1928 is to be a better 
business year than 1927. It is also generally felt that competition will 
continue keen not only among retail establishments, but among manu- 
facturers. Students of business cycles feel that manufacturers col- 
lectively have passed through a period of adjustment and that we will 
experience more stability in general business. With business as it has 
been, and with sentiment regarding the future more cheerful, it is not 
to be wondered that the New England retail hardware dealer says 
Merry Christmas. 


cotton the market for some styles of 
cotton gloves is easier. Retailers are 
given to understand by the jobbing 
trade that not all kinds of cotton gloves 
are cheaper. 

FISH TRAPS.—Possibly never before 
in the history of New England has the 
public taken such an active part in 
hunting and fishing during December 
as this year. The kill of deer in Mas- 
sachusetts alone was very large, and 
Maine, as usual, has contributed more 
than its quota this season. Interest in 
fish traps, which has been active since 
early in November, continues. 


We quote from Boston jobbers’ 
stocks: 

Fish Traps.—Complete, 
line and hook, $2 per doz. net; 
complete, 65c. 

GALVANIZED WARE.—A steady, al- 
though not great demand, for all kinds 
of galvanized ware, but more particu- 
larly ash cans, garbage cans, coal hods 
'and pails, characterizes the market. 
| While retailers are buying in small 
|amounts they are constantly sending 
repeat orders to the jobbers. 

We quote from Boston 
stocks: 

Ash Cans.—National Enameling & 
Stamping line, No. 171, $3.12 each 
net; No. 181, $3.50; No. 190, $4; six 
ribs, No. 0180, $2.25. Reeves line, in 
lots of 25, No. 260, $1.80 each net; 
No. 26. $3.50; in lots of less than 25, 
No. 260, $2 each; No. 26, $3.80. Hill- 


with reel, 
in- 





jobbers’ 


BOLTS AND NUTS.—Jobbers are se- | > ae 5 per ag discount common son line, No. 7, $14 per doz. net; No. 
2 Ce age, o and » per ce ; coach 72. 94: ‘f 
—s orders for bolts and nuts to be | screws, 50 and 5 per cent; Eagle car- Eh aeak et $1.05 each 
delivered between now and the first of | ee. 407 ys Morne acetal net; No. 2, $1.44; No. 1, $1.68. Reeves 
. . | vagie, 9er ce ; counter-sun ma- ; s rp 79 a -4 

the year. It is evident that some re- | chine, 25 per cent. In less than full 5 pr. oe Pas. a nti Wary 

tailers, feeling that prices might be | ay oo pa ge By = ah Underground, 11 gal., $9.75 each net; 
: | TN kya ackages. semi-fin- 13 gal., $12.25; No. 15. $10. Refuse 

lower, have allowed their stocks to get ished, U.S.S. and S.A.E., 25 per cent container, 42:% 28 te.. $11 cach net. 


discount; castellated, S.A.E., 25 per 


uncomfortably low. 


cent. In less than full pakages. 
We quote from Boston jobbers’ 5 . 
stocks: 
Bolts.—In full packages, machine, 


| ‘LAWN MOWERS.—Jobbers are confi- 


COTTON GLOVES.—Presumably be- | | dent that during the next week or ten 
| cause of the drop in the value of raw | days they will book quite a large num- 





























ber of lawn mower orders, as well as a 
good business in all lawn accessories. 
Last year, it will be recalled, there was 
plenty of moisture and lawns flourished. 
As a result the average retail dealer 
cleaned up well on lawn mowers. 
We 
stocks: 


Boston jobbers’ 
Lawn Mowers.—Plain line, Her- 
cules, roller bearing, 16 in., $18.; 25 
each net; 18 in., $19.50; 20 in., $20.75; 
Pilgrim, roller bearing, 16 in., $16.25; 
18 in., $17.50; 20 in., $18.75. Auto- 
matic, style 1a -5, 16 ’in., $12; 18 in., 
30 in., $14. Style 10-4, 14 in., 
16 in., $10.50; 18 in., $11.2 25; 20 
J . Style 9-4, 14 in., $9; 16 in., 
$9.50; 18 in., $10; 20 in., $10.50. Uni- 
, ball bearing, Grand, 16 in., 
$14.25; 18 in., $15.50; 20 in., $16.75. 
Giant, 14 in., $9.75; 16 in., $10.50; 18 
in., $11.25; 20 in., $12. High wheel, 
14 in., $9; 16 in., $9.50; 18 in., $10; 20 
in., $10.50. Special, style 8- ‘. 14 in., 
$8.50; 16 in., $8.90; 18 $9.30. Spe- 
cial Yankee, style &- 3. "sian bearing, 
12 in., $5.40: 14 in., $5. 80; 16 in., $6.20; 
18 in., $6.60. 


POULTRY SUPPLIES.—The fairly re- 
cent marking up of poultry netting 
prices served to increase rather than 
decrease bookings by jobbers. Addi- 
tional orders are expected between now 
and the turn of the year. Production 
of poultry throughout New England is 
increasing each year, therefore a new 
crop of prospective, poultry supply buy- 
ers is constantly developing. 


We 
stocks: 
Poultry Netting.—For direct ship- 
ment, f.o.b. mill, freight equalized 
with the nearest competing mill: Gal- 
vanized after weaving, 50, 10 and 5 
per cent discount; before weaving, 50, 
10, 5 and 10 per cent. 
Brooders. — Rite Heat, 
wickless, No. 101, $18.55 
No. 102, $22.05. Oil 
Flame, No. 27A, $12.25; 
No. 80, $13.30; No. 81, $15.05. 
burners, Standard, No. 117, 
No. 118, $15.05; No. 119, $18.55. 
tric burners, No. 90, $10. 15; 
$13.83; No. 92, $17.33; No. 93, $20.65. 
Incubators. —Mammoth, No. 40, $175 


quote from 


quote from Boston jobbers’ 


oil burner, 
per doz. net; 
burner, Blue 
No. 28A, $14; 
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each net; style E, No. 14, $11.50; No. 
16, $19.25; No. 17, $25.73. Standard, 
No. 1, $26.25; No. 2, $31.15; No. 3, 
$40.43; No. 4, $47; No. 5, $74.90. 


ROPE AND TWINE.—During the past 
month or two sales of rope and twine, 
particularly the former, have been re- 
markably good for the time of year. 
Apparently retail stocks have been and 
are still comparatively small, for there 
is no indication of any letup in book- 
ings, say jobbers. 


We quote from Boston jobbers’ 
stocks: 

Rope.—Manila, 25c. per Ib., base; 
sisal rope, 18%c.; hay rope, 19c.; cot- 
ton rope, 50c. 

Lath Yarn.—Sisal, C130, 18c.; D200, 
19¢c. per lb. 

Twine.—Hemp, in %-lb. balls, No. 
12, 47c. a Ib.; No. 18, 42c.; No. 24, 
40c.; No. 36, 38c.; No. 48, 37c.; Yazoo, 
24, 10 oz. balls. 80c. a box. Bison, 
12 2 oz. balls, 80c. a box. Cotton 
cones, 44c. Jute, 2-ply, 30c. Marlin, 
2-ply, in 1 lb. balls, No. 4%, 27c.; No. 
6, 24c.; in 2 lb. balls, No. 8, 22¢. 

Yacht Marlin.—Tarred, 48c. per lb. 


STANLEY GOODS.—A drop of ap- 
proximately 15 per cent in many of the 
products of the Stanley Works, New 
Britain, Conn., has been made by job- 
bers. Some of the other makers of 
butts and hinges, it is intimated, may 
change their prices shortly. Not all of 
the Stanley lines have been marked 
down, however. 


WEATHER STRIP. — Weather strip 
continues in demand, although the call 
is not as brisk as it was a month ago. 
Some jobbers say they have sold more 
weather strip this season than ever be- 
fore. Others are not as optimistic, but 
it is generally admitted the bookings 
are quite satisfactory. 
We 
stocks: 
Weather Strip.—Bosley, wood and 
felt, Nos. 60 to 65, in full bale lots, 60 


and 10 per cent discount; Clincher 
double contact, Nos. 7 to 75, 50, 10 


quote from Boston jobbers’ 


53 





1927 
and 5 per cent discount. Economy 
metal, 24 cartons to the case, for 











windows 36 x 36 x 36 in., $27.36 per 
case net; 42 x 42 x 42 in., $31.68. For 
door, 36 x 84 in., $28.80 per case; 42 


x 84 in., $30.96. Home Comfort, 500 
ft. reels, maroon, $4.20 per 100 ft., 
white, $5. Victor, flexible felt, 20 per 


cent off the list. Spring bottom strips, 
32 in., $5 per doz.; 36 in., $5; 42 in., 
$5.65. Axtell, all "metal, 368 Pon $6 
per doz.; extra fixtures, $4 per dozen. 


WINDOW GLASS.—The window glass 
market appears to have steadied. At 
least competition from imported kinds 
is less drastic. Many retail dealers, 
feeling that the market has reached the 
low point, are preparing to replenish 
supplies within the next few weeks. 

We Boston jobbers’ 
stocks: 

Window Glass.—Third quality, sin- 
gle B, first bracket, 90 and 5 per cent 
discount; larger, 90 per cent dis- 
count; double B, all sizes, 89 per cent 
discount. 


WIRE CLOTH.—Many of the —_— 
retail handlers of wire cloth have cov- 
ered their requirements for next season. 
Shipments, of course, will not be made 
for some time by jobbers. Talk of still 
higher prices for steel mill products, 
which might be reflected in the wire 
cloth situation, is causing some of the 
smaller cloth retailers to make plans 
for coverage much earlier than usual. 


quote from 


We quote from Boston jobbers’ 
stocks: 

Wire cloth, in 100 ft. rolls, stand- 
ard widths 18 in. to 48 in. in 2 in. 


f.o.b. store: 
mesh, $2.50; 14 
$2.90; 18 mesh, 


steps, per 100 sq. ft. 

Black Painted.—12 
mesh, $2.50; 16 mesh, 
$3.50 

Opal.—12 mesh,. $2.40; 14 mesh, 
$2.80: 16 mesh, $3.25; 18 mesh, $3.85. 

Bronze.—Bright or antique finish, 
u mesh, $6; 16 mesh, $6.50; 18 mesh, 
‘. 


Pure Copper.—Bright and me og 
18 


finish, 14 mesh, $5.50; 16 mesh, $6; 
mesh, $6.50. 

Pearl.—Rolls 100 ft. in ae roe? AF 
ular grade, 12 x 13 mesh, $4.2 14 
mesh, $4.75; 16 mesh, $5.25. 


The Tortoise or the Hare? 


SPOKE to a Rotary Club in Arkadelphia yesterday 

and go to Boonesville, Ark., today, and speak to 356 
tuberculosis patients tomorrow, December 11, 
will be my sixty-seventh yearly mile post. 
them much faster than I did when I was a boy. 
Riding in an auto now, on horseback then. 
one life; see and hear as much in one day now as I did 


in ten days then. 


By Hamp Williams 


which 
I am passing ®race. 


A ten-to- 


senting. 


Now it is newspapers and radio, automobiles and air- 


planes, railways and highways, telephones and telegraph, 
and here we go in a mad rush to eternity and I guess 
we will finish the race running in high, if our wives 
don’t bump us off as some are doing before we reach 
But I often think of the race between the 


the end. 


Tortoise and the Hare, upon a wager for speed. 
cotton rows for their 

The Tortoise used his head and the rabbit 
The Tortoise placed his wife, who looked very 
much like himself, at the other end of the cotton row 
and he remained at the starting point, with an agreement 
that they were to be in waiting at each end of the rows 


selected two middles between 
speedway. 
his legs. 


They 


S a result of the growing 

niture and motor cars on the installment in London, 
“paid-up” parties are the latest fads. 
are friendly gatherings to celebrate the fact that all the 
installments have been paid on the furniture and other 
belongings of the host. 
prised to receive the following invitation : 
to a ‘Paid-with-thanks’ party at 
Music and dancing. 


as the hare ran out at the end and were to say to the 
hare, “Here I am waiting for you; 
The hare ran himself to death and the tortoise won the 
But it took his wife and some brains but very 
little running to win. 

I am just wondering which one of these two contes- 
tants the retail hardware men of this country are repre- 


turn and go again.” 


Paid-Up Parties in London 


popularity of buying fur- 


These little parties 


One Londoner was quite sur- 
“Please come 
on Saturday. 


” 
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New York Jobbers Report Slowing Up 
Of Holiday Trade—-Collections Improved 


NEW YORK, Dec. 21.—The very busy atmosphere that was evident 
in the wholesale houses last week has given way to a quietness that 
is not associated with the usual Christmas trade. 
seasonable weather has been largely responsible for this condition, 
but it is expected that the last few days pricr to the actual holiday 
will bring a rush of last minute business. 

Due to the same causes, staple lines are not as active as they 


should be at this time. 


The year’s business, however, will compare favorably with other 


years. 


Collections locally are somewhat improved, and show better than 


those of last year at this time. 


The recent un- 








ANTI-FREEZE SOLUTION.—Demand 
for this line is normal. Dealers are 
quoted on Eveready Prestone, $3.60 
per gallon and $1.80 per half-gallon 
can. List prices on these are $5 and 
$2.50 respectively. 


AXES.—Normally active demand at 
this time. Prices are uniform and job- 
ers’ stocks satisfactory. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK 

Axes, Jersey pattern, 3% to 4% ib., 
$1.821%4 each: 4 to 5 Ib., $1.88 each. 
Box lots extra 5 per cent. 

New England pattern, 3 to 4 Ib., 
$1.77 each; 3% to 4% Ib., $1.82% each. 
Dayton pattern, 3% to 4% Ib., $1.82% 
each; 4 to 5 Ib., $1.88 each. Box lots 
of Dayton extra 5 per cent. 


Rockaway pattern, 3 to 4 _ Ib., 
$1.8114%4 each; 3% to 4% Ib., $1.87 
each, and 4 to 4% Ib., $1.92 each. 
Box lots extra 5 per cent. 


Boy’s axe, $1.14 each; box lots ex- 
tra 5 per cent. Boy Scout axe, with 
sheath, $1.18% each; box lots extra 


5 per cent. Boy Scout axe, without 
sheath, $1 each; sheath only, 16% 
cents each, 


House axe, $1.11 each; box lots 5 
per cent extra. 


N. B.—There are six axes to a box. 


BATTERIES.—Demand is_ seasonally 
active. Uniform prices remain un- 
changed. Stocks are adequate. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. NEW YORK: 

Dry cells, No. 6, ignition type, 
32%4c.; No. 7111, same type, 35%c. 
each. 

B batteries, No. 767, $2.62 each: in 
units of 5, $2.44 each; No. 772 (ver- 
tical type), $2.62 each; in units of 5, 
$2.44 each; heavy duty vertical type, 


No. 770, $3.40 each: in units of 5, 
$3.17 each. Layerbilt, No. 486, $3.59 
each; units of 5, $3.33 each. 


BOILER LIQUID.—Demand remains 
normal, stocks ample and prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Hercules tile and porcelain cleaner, 
$2 per dozen; in gross lots, $1.90 per 
dozen. 

Hercules Radiator Stop Leak, 8 oz. 
cans, 1, 2 and 3 dozen cans to a car- 
ton, $4.50 per dozen 


Hercules boiler liquid, quart cans, 
$2.25 each. 


CLOCKS.—Christmas 
creased the demand for these. 
are firm and stocks are satisfactory. 





BOLTS AND NUTS.—No changes are 
reported in prices, and stocks are am- 
ple. Demand is steady. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK 

Carriage bolts, 50 and 10 off list. 
Case lots, 60 per cent off list. 

Stove bolts, 80 per cent off list. 

Machine bolts, % by 6 and smaller, 
50 and 10 off list; larger to 1 by 30, 50 
per cent off list; 1% to 14%, 30 off list. 

Coach screws, 50 and 10 off list. 
Case lots, 60 per cent off list. 

Step bolts, 50 per cent off list. 


CARPET SWEEPERS.—Greater de- 
mand due to holiday season. Prices 
remain firm and stocks are ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Carpet sweepers, Standard, $3 
each; Universal japanned, $3.50 each; 
Universal, nickel plated, $3.83 each; 
Grand Rapids, japanned, $3.67 each; 
Grand Rapids, nickel plated, $4 each; 
Elite, $5 each; Princess, $4.17 each, 
and American Queen, $4.50 each. 
Sterling, $2.10 each. ‘ 


trade has in- 
Prices 


JOBBERS’ QUOTATIONS bd RE.- 
TAILERS, F.O.B. NEW YOR 

Alarm clocks, Ben, ‘nse lots, 
$2.29; dozen lots,”$2.21; 2 dozen lots, 
$2.15; same luminous, broken lots, 
$3.16; dozen lots, $3.06, and 2 dozen 
lots, $2.97. Baby Ben and Baby Ben 
luminous take same respective prices. 


Ben Hur, broken lots, $1.76; dozen 
lots, $1.70, and 2 dozen lots, $1.65; 
same luminous, broken lots, $2.46; 


dozen lots, $2.38, and 2 dozen lots, 
929 

Black Bird, luminous dial, broken 
lots, $1.76; dozen lots, $1.70, and 2 
dozen lots, $1.65. Blue Bird, broken 
lots, $1.22; dozen lots, $1.19, and 2 
dozen lots, $1.15. Sleep Meter, 
broken lots, $1.40; dozen lots, $1.36; 
and 2 dozen lots, $1.32. Jack-O-Lan- 
tern, luminous dial, broken lots, $2.10; 
dozen lots, $2.04, and 2 dozen lots, 
$1.98. American, broken lots, $1.05; 
dozen lots, $1.02, and 2 dozen lots, 99 
cents. 

Auto clocks, Westclox, plain, broken 


lots, $1.76; dozen lots, $1.70, and 2 
dozen lots, $1.65; same, luminous, 
broken lots, $2.46: dozen lots, $2.38, 


and 2 dozen lots, $2.32. 





FOOD CHOPPERS.—Demand is good 
for this item. Prices firm and stocks 
ample. 


ICE SKATES.—Regular holiday de- 
mand for these. Prices remain un- 
changed and stocks are satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Union Hardware line: 1624, 84c. 
per pair; 5624, $1.12; 562414, $1.44; 
524%, $1.27; 52414L, $1.55; Plain Bob, 
40c.; Nickel Bob, 52c.; 424%, $1.60; 
4241%L, $1.93. 

With shoes: No. 90 and 90L, $5.25; 
290 and 290L, $6; 295 and 295L, $6.50; 
212 and 213, $4; 95 and 95L, $5.65 


LANTERNS.—Steady demand, prices 
firm and stocks ample. 


SASH CORD.—Fairly steady demand. 
Prices unchanged and local wholesale 
stocks ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Sash cord, Samson spot No. 8, 70c. 


to 72c.; Aetna No. 8, 3lc., and Phoe- 
nix No. 8, 38c. to 39c. 

No. 7 is le. higher and No. 6 is 3c. 
higher on all brands. 


SCREWS.—Screws remain unchanged. 
Demand fairly good and stocks suffi- 


| cient for needs. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 

Screws, flat head, bright iron, 75- 
20-50-5; round heads, blued, 7214-20- 
50; round head iron, nickel plated, 
65-20-50; flat head, galvanized, 60-20- 
50; flat head, brass, 72%4-20-50:;: round 
head, brass, 70-20-50. These dis- 
counts apply to standard screw lists. 


SLEDS.—Demand dropped off some- 
what during the week, due to lack of 
snow. Prices remain firm and stocks 
satisfactory. 


JOBBERS’ QUOTATIONS Lb RE.- 
TAILERS, F.0O.B. NEW YOR 

Flexible Flyers, No. 1, ane No. 2. 
$3.17; No. 3, $4; No. 4, $4.33; No. 5, 
$5.83; Jr. Racer, $3.50 and Racer, 
$4.33. These prices are each and are 
equivalent to a discount of 33% per 
cent off list prices. 
Fire-Fly sleds, No. 9, $1.14: No. 10, 
a: Mo. Di, Givi; Mo. 13, $1.94; 
$2. These prices are each and 
are “equivalent to 40 and 5 per cent 
off list. 

Perfection baby guards for sleds, 
$1 each in case lots and extra 5 per 
cent. 


SNOW GOODS.—As with sleds, this 
line is lagging. Jobbers, however, ad- 
vise having these on hand for sudden 
demand. 


JOBBERS’ QUOTATIONS or RE- 
TAILERS, F.O.B. NEW YOR 
Snow shovels, $4 per oss ‘mee 
line, $9 doz.; galvanized, $10 doz. 
Pushers, 30-in., $2.75 each. 


SPARKLET SYPHONS.—Holiday sea- 
son is increasing demand somewhat. 
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Stocks are satisfactory and prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Sparklet syphons, No. 41, $4.25 
each; in lots of six or more, $4 each. 
Sparklets, 9 7-12c. each packed in 
cartons of one dozen. Sparklet 
syrups, 50c. per pt. bottle. 

Extra parts, pin washer, l5dc. each; 
piercing pin, 15c. each; tube and 
washer, 50c. each; tube ‘washer, 15c. 
each; head complete, 2 each, and 
Sparkler holder, 50c. each. 


STOVE SUNDRIES.—Demand is nor- 
mal at this time. Prices remain un- 
changed and stocks are satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 

Stove pipe, No. 28 gage, black iron, 
12 lengths in a bundle, 4 in., 13%c. 
each; 4% in., 15c. each; 5 in., 1616c.; 
5% in., 18c.; 6 in., 21c. each. 

Stove pipe elbows, black iron, No. 
28 gage, 12 in a bundle, 4 in., 13%c.; 
ou «im... 290.3. 5 Mm, 166.5; 5% in., 
1644c.; 6 in., 18c. each. 

Pipe dampers, Hg iron, wooden 
handle, 4 in., 8%c.; 4% ~ 9c.; 5 in., 
9c.; 5% in., 10c.; 6 in., 10%c.; 7 in., 
13c. each. 

Flue stops, tin rim, lacquered, ad- 
justable steel hoops, 8 3-16 in. diam- 
eter, 12 in a box, 6%4c. each. 

Stove pipe rings, tin, lacquered, 
12 in a package, 4 in., 3%c. each; 





4% in., 3%c.; 5 in., 4%4c.; 5% in, 

4%c.; 6 in., 5c.; 7 in., 6c. each. 
Stove lifter and shaker, cast iron, 

length 8 in., 3%c.; stove lifter, nickel 


plated, cold spiral handle, 12 in a 
box, 6%c. each. Same with loop 
handle, 12 in a box, 7%c. each. Stove 
pokers, nickel plated, cold spiral 
handle, 12 in a box, No. 7, 7c. 
each; No. 8, 1l6c. each. Neverbreak, 
19c. each. Furnace pokers, wrought 
iron, 3 ft., 66c. each; 4 ft., 84c.; 5 ft., 
$1 and 6 ft., $1.16 each. 

Flue_ scrapers, black iron, 30 in. 


in a bundle, 4c. each. 
hollow back mal- 


long, 12 
Furnace scoops, 


leable D handle, $5; riveted back, 
wood D handle, $9.50. 

Fire shovels, one piece steel, ja- 
panned, 3 in a bundle, No. 54, 53§¢.; 
No. 56, 5%c.; No. 57, 9c. each. Gal- 
vanized shovels, No. 256, 7%c.; No. 


Extra heavy, one piece 
6 x 9 in., capped 
Neverbreak fire 


$1.40 each; 


257, llc. each. 
japanned scoops, 
end, 16%c. each. 
shovel, 37c. each. 


Stove boards, 30 x 36 in., 


32 x 42 in., $1.73 each; 18 x 18 in., 
58c.; 24 x 24 in., T1c.; 26 x 26 in., 
78c.: 28 x 28 in., 88c.; 30 x 30 in., 
$1.03; $2 x 32 in., $1.22; 35 x 35 in., 
$1.52 each. 

TREE LIGHTS.—Demand continues 


heavy. Prices firm and stocks satisfac- 


tory. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Christmas tree light outfits, No. 





2, 192 7 =o _ 7 55 


842, 8 light mazda extension loop out- 
fit, $1.34; No. 83, same with extension 


double wire, all twisted outfit, $1.48; 
No. 84, same with beads and parallel 
le rm $1.60; No. 80, same all silk, 
$1.7 fe 


+e 108, 8 light fancy ee out- 


fit, with German lamps, $1.73; No. bie 
7 lamp mazda multiple set, $2.74 
No. 3020, 8 light mazda tree chee, 
complete, $1.80; No. 60, 8 light mazda 


candle with flush extender, $1.80; No 
8332, 8 light mazda, flush extender 
for 32 volt farm plant, $1.60; No. 8000, 
8 light mazda battery set, 4 volt, 
$1.34; No. 8006, 8 light mazda bat- 
tery set, 6 volt, $1.34. 

Christmas tree light outfit accesso- 
ries, No. 303, 3% in., 3 layer copper 
reflectors (8 to a box), $3; No. 78, 15 
volt, C6 mazda lamps, $8 for 200; No. 
93, 3% volt, C6 mazda lamps, $8 per 
200; No. 79, 120 volt mazda lamps, 
new base Sil, $19 per 100; No. 903, 
miniature pigtail sockets, $4.20 per 
100; No. 910, miniature pin sockets, 
$5.50 per 100 


WATCHES.—These continue popular 
as gift items. Stocks are ample and 
prices are firm. 


WEATHERSTRIP.—This item is also 
slow on account of the unseasonable 
weather. Prices remain firm. Stocks 
are satisfactory. 


Manufacturers of Paint and Varnish~ 


Have You Ever Considered The Fact 


That 


THE DEALER 


Means As Much To You As The Consumer ? 


To secure the proper distribution of your product you must create a 
dealer demand as well as a consumer demand. The buying public you 
reach through national advertising needs the stimulus the dealer can 
give them if he is “sold” on your product. 


Hardware Age reaches every one of the worthwhile hardware dealers— 


wide awake merchants who know how to sell a worthy product. 


Tell 


these dealers your story in Hardware Age and make your product well 
known to not only the consumers but to those who are closest to them, 


the dealers. 
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Price Chart on Round Steel Wire 


Computed for Hardware Age by M. M. Godschalk 
Giving the Price per 100 Ft. at the Rate of from 5 to 15e per pound. Also Giving Approximate Feet to Pound. 



































Approxi- 
Gauge mate Feet 5” 6” 7” 8” 9” 10” 14° a2" 13” 14” 15” 
Wire to Pound 
1 434 106 127 148 170 191 212 233 254 276 297 318 
2 5% 91 109 127 146 164 182 200 218 237 255 273 
3 61% 80 96 112 128 144 160 176 192 208 224 240 
4 7% 69 83 97 110 124 138 152 166 169 193 207 
5 83,4 57% 69 801 92 103%} 115 126\%| 138 149%] 161 172% 
6 104% 49 58 68 78 88 971%4| 107 117 127 136%] 146 
7 12 42 50 58 67 75 83 92 100 109 117 125 
8 144% 38 45 53 61 68 76 83 91 98 106 114 
9 17 30 36 42 48 54 60 66 72 78 84 90 
10 201% 24 29 34 39 44 49 53 58 63 78 73 
11 26 19 23 27 31 35 39 43 46 50 54 58 
12 3334 15 18 21 24 27 30 33 36 39 42 45 
13 4434 11% 13% 16 18 20% 221% 25 27 29% 31% 34 
14 5814 9 10% 12 14 16 17% 19 21 23 241% 261% 
15 7214 7 8 9 101% 12 13 14% 16 17 19 20 
16 96 5 6 7 8 9 10 11 12 13 14 15 
17 128 4 5 6 6% 7 8 9 10 10% 11 12 
18 166 3 4 4% 5 6 6% 7 7% 84 9 9% 
19 223 244 3 3 3% 4 4% 5 5% 6 6% 7 
20 309 2 2 21% 2% 3 3% 4 4 4% 424 5 


























Humans All 





VERY March 4 a group of new congressmen 
advances on Washington. Among the myriad of 
communications and slips of paper thrust into their 
hands during the exciting first days is one requesting 
‘information about the new representative’s past life 
anything or everything that he deems of importance. 
The information subsequently is published in the Con- 
gressional Directory. 

And before we tell you the text for today’s sermon, 
we're going to let you peep at the writeups submitted 
by some of the men you vote into office every so often. 

One of the lawmakers proudly chronicles the fact that 
he was a member of a baseball club and led his com- 
‘panions in “hitting and stolen bases.” Another, passing 
over the fact that his grandfather was a distinguished 
secretary of state, says, “I captained the football team 
at Harvard.” One of the gentlemen from Michigan 
.Stated that as a young man he could run a hundred yards 
‘in ten seconds. 

Some of the representatives pleaded guilty to being 
like potatoes, tacitly admitting that the best part of them 
was under ground. “One of my ancestors,” wrote a 
proud Southern representative, ‘“‘was an Indian fighter.” 

“My great-grandfather,” said a congressman from 
the Empire State, ‘‘was on George Washington’s staff.” 
One of New Jersey's representatives gloated over the 
fact that his “ancestors came over in the Mayflower.” 





however, to give the names of his opponents’ grand- 
fathers. 

Those are some of the things that congressmen con- 
sider of most importance when detailing their life’s work. 
There’s more to this recital than just a few interesting 
personal notes. It reinforces the age-old truism (which 
we at times forget) that, analyzing any group of men 
whatever, you will find them to be a cross section of 
what the Mob is—nothing more. Between the thoughts 
and actions of the noon hour congregation of truck 
drivers and the august lawmakers at the Capitol there 
isn’t an awfully big difference. Even our supreme court, 
sitting amid great dignity, is composed of—humans. 

High titles and rustling robes invariably hide poor, 
weak, fallible human beings, even as you and we.— 
The Bull’s Eye. 


“Store News” in the Window 


A Western hardware store has a large, framed bulle- 
tin in the window as a permanent fixture. It is headed 
very much like a newspaper. Every few days he has 
lettered in the latest news of the store as it might inter- 
est the man in the street. Especially low priced offer- 
ings, arrival of new goods, etc. There will be six or 


And so goes the list. even seven items on this bulletin at all times. It is 
The longest life story was submitted by a repre- lettered to give the effect of a newspaper page. 

sentative from Texas. He included, among other vital The cost is trifling after the first installation. 

facts, the names of his father and mother, his grand- The heading is “Wergin’s Store News.” The 


father, his granduncle, his sister, his wife, his wife’s 


weather report for the day is included as in a news- 


‘grandfathers and his own children. He tabulated the paper. The size of the screen which carries the bulletin 
:names of 17 of his defeated opponents and in many is 6 ft. high and 4 ft. broad. Items are lettered in three 
instances gave the number of votes cast. He neglected, columns. 
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Everybody’s Business 


(Continued from page 32) 


on life were made before the evidence was known. 
People’s feelings frequently count more than the events 
themselves. The Civil War was a battle between two 
factions, both of whom were agreed that slavery was a 
moral wrong and an economic mistake. All of which 
indicates how difficult is prophecy in an age when so 
many substitute emotions for figures and facts. 

We read a few things or talk to several people and 
conclude at once that morality has disappeared from the 
earth. But the truth is that the churches of America 
now enroll a larger percentage of the population than ever 
before in history. Church membership since 1891 has 
increased 130 per cent, while population has grown 
only 80 per cent. In 1850 one person in six belonged 
to a church; now one in three is a church member. 

Then there are the stories that make us weep over 
present political corruption. A little original investiga- 
tion would reassure us somewhat, for our First Con- 
gress was regarded by some of our greatest leaders as 
being a prize aggregation of “rascals.” They were 
chiefly engaged in filling their own pockets. In fact, we 
live in a Sunday School era when the present is compared 
to the golden age of graft that covered the half century 
commencing about 1840. Then the United States was 
a nation on a spree. It appears that the prime purpose 
of most people at that time was to get rich quickly. 

In this period we had our Black Friday, the Orange 
riots and numberless other sensational happenings. The 
Collector of the Port of New York stole a million dol- 
lars from the Government and fled to Europe. Ballot- 
boxes were stuffed and elections stolen. Henry Clay 
and James K. Polk both received inany thousands more 
votes in New York City than there were qualified voters. 
John Morrisey, a prize fighter, was elected to Congress, 
and Isaiah Rynders, the champion intimidator of the 
day, was made a United States Marshal. 

The famous Boss Tweed became a power toward the 
end of this gilded age, and Denis Lynch, in his interest- 
ing description of the period, tells how Tweed and his 
associates got away with $200,000,000, and would prob- 
ably have gained control of the United States Govern- 
ment as well as the Empire State if it had not been for 
confessions made by important members of the gang. 
The courts were in Tweed’s hands, and the judges issued 
decrees as commanded. One of them frequently held 
court in a house of prostitution. 

Such is the story of a grim generation made up of 
such dramatic figures as Jay Gould, who supplied a 
million dollars bail to get Tweed out of jail after he 
had been brought back from Spain a prisoner. We still 
have a lot of dishonest statesmen, but sincere criticism 
today at least has a chance to start corrective forces that 
frequently succeed in landing the boss crook who 
occupies the highest office. 

Current morals and methods are not above reproach. 
Eminent jurists tell us that perjury is now committed 
in 90 per cent of all criminal cases. Yet out of a total 


prison population of 120,000 recently, less than 200 were 
perjurers. The burglars outnumber the liars ninety to 
one. But before long our judges will commit perjurers 
on the spot, as is done in England, and this will not 
only rid us of long and expensive trials, but will cause 
our legal fraternity to stop “fighting fire with fire.” A 
few magistrates may decide it is their duty to ask the 
Bar Association to investigate the conduct of lawyers 
offering perjured testimony and then the ordinary oath 
will become something more than a mere formality. 

Truly it is a time for one to be on his guard. Propa- 
ganda flows from every direction and source. What 
can we believe? For instance, let’s take the German 
debt. Nine Americans out of ten have dismissed their 
fears concerning this problem. But what are the facts? 

Germany’s payments so far have been taken entirely 
out of borrowed funds. The actual debt is being merely 
postponed, not remedied. American money invested in 
apartment houses in Berlin adds nothing to the capacity 
of the Teutons to pay. Soon we will see the necessity 
of refusing loans to Germany except for operations 
producing goods to be sold abroad. Without adequate 
return we have gone ahead blindly adding to foreign 
credits. We will have to get our interest money in the 
form of large imports which will give us an unfavor- 
able trade balance and demoralize some of our indus- 
tries. The only alternative is a default of payments 
bringing immense losses to American investors. 

In the face of such a situation, we may well regard 
with suspicion many current forecasts, and give serious 
thought to the words of Dr. Ernest Minor Patterson, 
who warns that when the truth about Germany is widely 
recognized, an extensive liquidation will take place and 
the crisis will be on. All of us hope that this conclusion 
is not true. But Dr. Paterson’s report to the American 
Academy of Political and Social Science, published in the 
November “Annals” is sure to make many people wonder 
if we have not been lulled into a feeling of false security 
with respect to Europe. 

Soon we will have more hundreds of alloys, synthetic 
chemistry will give us unheard of materials, and 
engineers will supply us with new and strange machines 
that will be amazingly ingenious. Wireless power, radio 
controls and dozens of other developments of scientific 
research will completely revolutionize life. Where is the 
seer who can portray the nature of this company Utopia? 
If we are to judge by the past, he is nowhere in sight. 

The need of the moment is a return to first principles ; 
to hard work and thrift; and to a recognition of the 
futility of attempting to create artificial methods to 
avert the operation of economic laws. The surest thing 
in the world is change. The cheapest thing on earth is 
advice. Most people would get along better if they had 
more eyes and fewer ears. Let us not be guided too 
greatly by the loose talk of glib prohpets of either sun- 
shine or gloom. Do your own thinking. 





OFFERS FURNITURE HARDWARE 


A Pittsburgh retailer selected furniture hardware of 
the staple variety from his stock, including casters, locks, 
hinges, etc., and suggested to the buyer on a large placard 
that “now is the time to fix up that chair, table or 
cabinet.” 


This reminder resulted in brisk sales of goods in this 
line, the sale of casters alone running over a gross in 
a single week. Ordinarily this goods turns very slowly 
in the hardware store and no doubt other dealers could 
try this plan with profit. 
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OLDER-WAY provides 


floor space economy 





Where FoldeR-Way has been installed, 
emergency space demands are quickly and 
easily met—simply by folding away the 
partition wall and throwing two or more 
double-duty rooms into one. Just as easily 
they can be returned to place—and again 
a practically soundproof wall separates 


the rooms. 
With FoldeR-Way shown here, doors 


slide and fold in hinged pairs. The weight 
is carried ona floor track and ball bearing 
rollers, with upper track and rollers serv- 
ing as a guide. Doors are securely sup- 
ported, and will not sag, stick or rattle. 
FoldeR-Way economizes on space; 
saves time and effort. Whatever your par- 
ticular need, Richards-Wilcox doorway 
engineers will be glad tb serve you. 









































AHanever forany Door that Slides. 


AURORA, ILLINOIS, U.S.A. 
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LARGEST AND MOST COMPLETE LINE OF DOOR HARDWARE MADE 
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Coming Hardware Conventions 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Little Rock, May, 1928. L. P. Biggs, secretary, 
815-816 Southern Trust Building, Little Rock. 

CALIFORNIA RetTAiL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND ExXuisiTION, Roof 
Garden of Hotel Whitcomb, San Francisco, Feb. 15, 16, 
17, 1928. LeRoy Smith, secretary, 112 Market Street, 
San Francisco. 

HARDWARE ASSOCIATION OF THE CAROLINAS CONVEN- 
TION, Charleston, S. C., June 5, 6, 7, 1928. Arthur R. 
Craig, secretary-treasurer, 804-806 Commercial Bank 
Building, Charlotte, N. C. 

CONNECTICUT HARDWARE ASSOCIATION CONVENTION 
Feb. 16, 17, 1928. Place to be decided later. “Henry S. 
Hitchcock, secretary, Woodbury. 

IpaAHo Retatt HARDWARE & IMPLEMENT DEALERS 
ASSOCIATION CONVENTION, Pocatello, Feb. 7, 8, 1928. 
E. E. Lucas, secretary, Hutton Building, Spokane, Wash. 

ILLINoIs RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND ExuisitTion, Hotel Sherman, Chicago, Feb. 
14, 15, 16, 1928. Leon D. Nish, secretary, 14-16 N. 
Spring Street, Elgin. 

INDIANA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND Exnuisition, Jan. 31, Feb. 1, 2, 3, 1928. 
Convention headquarters, Claypool Hotel. Exhibit will 
be held at the Cadle Tabernacle. G. F. Sheely, secre- 
tary, 911 Meyer-Kiser Bank Building, Indianapolis. 

Iowa ReEtTAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXxuiBITION, Des Moines, Feb. 14, 15, 16, 17, 
1928. A. R. Sale, secretary-treasurer, Mason City. 

Kentucky HarpwareE & IMPLEMENT ASSOCIATION 
CONVENTION AND EXHIBITION, Seelbach Hotel, Louis- 
ville, Jan. 17, 18, 19, 20, 1928. J. M. Stone, secretary- 
treasurer, 202 Republic Buildiny, Louisville. 

LovuIsiIANA RetatL HARDWARE IMPLEMENT AsSO- 
CIATION CONVENTION AND EXHIBITION, New Iberia, 
June 4, 5, 6, 1928. S. H. Sale, secretary, Shreveport. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND ExuisiTIon, Detroit, Feb. 7, 8, 9, 10, 1928. 
Headquarters, Hotel Statler; Exhibition, Convention 
Hall. A. J. Scott, secretary, Marine City. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Municipal Auditorium, Minneapolis, Feb. 21, 
22, 23, 24, 1928. C. H. Casey, secretary, Nicollet at 
Twenty-fourth Street, Minneapolis. 

Mississipp1 RetTaAriL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Edwards Hotel, Jackson, 
June 12, 13, 1928. Guy Nason, secretary, Starkville. 

Missourt Retart HARDWARE ASSOCIATION CONVEN- 
TION AND ExuisiTion, Hotel Statler, St. Louis, Jan. 23, 
24, 25, 1928. F. X. Becherer, secretary, 5106 North 
Broadway, St. Louis. 

MonTANA IMPLEMENT AND HARDWARE ASSOCIATION 
ConvENTION, Butte, Feb. 6, 7, 8, 1928. A.C. Talmage, 
secretary-treasurer, Boseman. 

MounTAIN STATES HARDWARE AND IMPLEMENT 
AssociaTION CONVENTION, Denver, Colo.,“Jan. 17, 18, 
19, 1928. Cosmopolitan Hotel. W. W. McAllister, sec- 
retary-treasurer, P. O. Box 513, Boulder, Colo. 

NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
GREsSs, Boston, Mass., June, 1928. H. P. Sheets, secre- 
tary-treasurer, 130 E. Washington St., Indianapolis, Ind. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CONVEN- 
T10N, Omaha, Jan. 31, Feb. 1, 2, 3, 1928. Headquarters 
to be announced later. George H. Dietz, secretary, 414- 
419 Little Building, Lincoln. 

New ENGLAND HARDWARE DEALERS ASSOCIATION 


CONVENTION AND Exurpition, Mechanics Building, 
Boston, Feb. 20, 21, 22, 1928. George A. Fiel, secre- 
tary, 80 Federal Street, Boston 9, Mass. 

New York StTaTE Retatt HARDWARE ASSOCIATION 
CoNVENTION, Rochester, Feb. 7, 8, 9, 10, 1928. Head- 
quarters, Powers Hotel. Sessions and exhibit will 
be held at Edgerton Park. John B. Foley, secretary, 
City Bank Building, Syracuse. 

NortuH Dakota Retait HARDWARE ASSOCIATION 
CONVENTION AND ExHIBITION, Minot, Feb. 14, 15, 16, 
1928. Exhibition at the Parker Auditorium. C. N. 
Barnes, secretary, Grand Forks. 

Ou1o HarpwareE ASSOCIATION CONVENTION AND 
EXHIBITION, Toledo, Feb. 21, 22, 23, 24, 1928. James 
B. Carson, secretary, 411 Mutual Home Building, 
Dayton. 

OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Oklahoma City, Jan. 24, 25, 26, 1928. 
Charles L. Unger, secretary, 207-208 Bloomfield Bldg., 
Oklahoma City. 

OreGoN Retart HARDWARE & IMPLEMENT DEALERS 
ASSOCIATION CONVENTION, Portland, Jan. 31, Feb. 1, 2, 
1928. E. E. Lucas, secretary, Hutton Building, Spo- 
kane, Wash. 

Paciric NorTHWEST HARDWARE & IMPLEMENT As- 
SOCIATION CONVENTION, Spokane, Wash., Jan. 25, 26, 
27, 1928. E. E. Lucas, secretary, Hutton Building, 
Spokane, Wash. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, Philadel- 
phia Commercial Museum, Feb. 13, 14, 15, 16, 17, 1928. 
Sharon E, Jones, secretary, Wesley Building, Philadel- 
phia, Pa. 

South Daxota Retatt HARDWARE ASSOCIATION 
CONVENTION AND ExurBiTIon, Coliseum Building, 
Sioux Falls, Feb. 27, 28, March 1, 1928. C. H. Casey, 
secretary, Nicollet at 24th Street, Minneapolis, Minn. 

SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
AssocIATION, composed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhibition, Atlanta, Ga., 
May 22, 23, 24, 1928. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 

SOUTHERN CALIFORNIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Los Angeles, Feb. 21, 22, 23, 1928. 
H. L. Boyd, secretary, 618 Hellman Bank Bldg., Los 
Angeles. 

Texas HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND EXHIBITION, Dallas, Jan. 17, 18, 19, 
1928. Headquarters, Hotel Baker. D. Scoates, secre- 
tary. College Station. 

VIRGINIA RetaiL HARDWARE ASSOCIATION CONVEN- 
TION AND ExutsiTion, Jefferson Hotel, Richmond, Feb. 
21, 22, 23, 1928. Thos. B. Howell, secretary, 602 Broad 
Street, Richmond. 

West VirRGINIA HARDWARE ASSOCIATION CONVEN- 
TION, Wheeling, Jan. 24, 25, 26, 27, 1928. James B. 
Carson, secretary, 411 Mutual Home Building, Dayton, 
Ohio. 

WeEsTERN RetarL HARDWARE & IMPLEMENT Asso- 
CIATION CONVENTION, Hotel President, Kansas City, 
Mo., Jan. 17, 18, 19, 1928. H. J. Hodge, secretary, 
Abilene, Kan. Western Hardware Show in connection. 
All hardware exhibits concentrated in Convention Hall 
under management of L. W. Shouse, Kansas City, Mo. 

WIsconsIN Retatt HARDWARE ASSOCIATION CoN- 
VENTION AND ExHIBITION, Auditorium, Milwaukee, Feb. 
7, 8, 9, 10, 1928. P. J. Jacobs, secretary, Stevens Point. 
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The No-Crank way of freezing 
... that every housewife welcomes 
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easier than ever to sell 


This nationally-accepted household that appeals to today’s housewives. 


necessity is backed by a new organ- 
ization whose policy it is to give the 
trade every possible co-operation. 

The market for the Auto Vacuum 


is wide and steadily increasing. It 
is the modern, work-saving freezer 


Approved by Good Housekeeping 
Institute, New York Tribune Insti- 
tute, Modern Priscilla Proving 
Plant and similar authorities. Fea- 
ture it in your store—and watch its 
sales grow! 


Note these new reduced list prices 
They give you a good profit on a 


small investment. 


1 quart ......$3.50 
2 quarts ...... 4.00 


3 quarts ...... $5.00 
4 quarts ...... 6.00 


Write your jobber for discounts 


“Auta Vacuum 


FREEZER COMPANY 


Dept. B-6, WINCHENDON, MASS. 
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Hot of the Nail Ke 


Little yarns that others have laughed 
over culled from various sources. As a 
contemporary puts it: 
have been copied, the rest will be.” 


| 
| 
it 
| 


Housewife—“We are going to get an 
electric washer, so we won’t need you any 
more.” 

Laundress—“All right, lady, but an elec- 
tric washer don’t give you no gossip.” 





Two ladies were listening to the band 
at the exhibition. 

Said one: “That is something from 
Wagner, I think.” 

Said the other: “I think it is a nocturne 
of Chopin’s.” 

Said the first: “I’ll go and look on the 
announcement card.” 

And back she came to her friend with 
the word: “We're both wrong. It’s a 
Refrain from Spitting.” 





College senior: “I would give five dol- 
lars for just one kiss from a nice little 
innocent girl like you.” 

Innocent coed: “Oh, how terrible.” 

C. S.: “Did I offend you?” 

Coed: “No. I was just thinking about 
the fortune I gave away last night.” 





“Do you suffer from cold feet?” the doc- 
tor asked the young wife. 

“Yes,” she replied. 

He promised to send her some medicine. 

“O,” she said nervously. ‘“They’re—not 
—not mine.” 





Asker—“Are you saving any money 
since you started your budget system?” 

Wiseby—“Sure. By the time we've bal- 
anced it up every evening it’s too late to 
go anywhere.” 


“Doctor,” said a lady to her neighbor at 
the table, ‘can you tell me who that hor- 
rible-looking man is over there?” 

“Why, yes, I can. That’s my brother.” 

“Oh, pardon,” stammered the lady, all 
flustered. “I ought to have known it by 
the resemblance.” 





Small Dorothy—‘Mamma, why hasn't 
Papa any hair?” 

Mother—“Because he thinks so much, 
dear.” 

Dorothy—“Why have you so. much, 
Mamma?” 

Mother—“Go away and do your les- 
sons |” 





The Boss—“Miss Brown, you have been 
telephoning for a full half hour.” 

Stenographer—“Excuse me, it was a 
business conversation.” 

The Boss—“That so? Very well, but 
please don’t address our customers as 
‘Honey’ and ‘Darling.’” 





Rastus—Here’s dat twenty-fi’ cents Ah 
been owin’ yoh foh a yeah.” 

Sambo—“Keep it. Ah ain’t gwine change 
mah whole ’pinion ob yoh jus’ foh two 
bits!” 





Lady in a butcher shop: “Is that the 
head cheese over there?” 
Attendant: “No, ma’am, the boss ain’t 
in.” 





“Do you have to work long hours.” 
“No; only the regulation length—60 min- 
utes each.” 





Bill—“There’s an awful lot of girls who 
do not want to get married.” 

Tom—“How do you know.” 

“T’ve asked them.” 





Wife—‘“The maid has just given notice; 
she said that you spoke insultingly to her 
over the telephone yesterday.” 

Husband—“Great Scott! I thought I was 
speaking to you.” 





Small boy in the country: “No, mamma, 
I won’t drink this milk. I will drink milk 
that comes from a wagon; but do you know 
where they got this milk? They pulled it 
out of a cow.” 


The many ways of doing things, 
A casual glance discloses, 

Some folks turn up their sleeves at work, 
And some turn up their noses! 





Dumb—“Hey, you're sitting on some 
jokes I cut out!” 
Bell—“I thought I felt something funny.” 





First Roman (at Christian massacre )— 
“We've got a capacity crowd, but still 
we're losing money. The upkeep of the 
lions must be pretty heavy.” 

Second Roman—“Yes, sir. These lions 
sure do eat up the prophets.” 


Reading matter continued on page 67 


“Some of them  \ 














Suitor—“‘Tommy, does a young man call 
here in the evening to see your sister?” 

Tommy—‘“Not exactly to see her, be- 
cause there’s no light in the room when 
he’s there.” 





Mrs. Glantz—“My, what a charming 
baby! And how he does resemble your 
husband !” 

Mrs. Spranz—“Gracious, I hope not. We 
adopted him.” 





Groom—‘“Have you kissed the bride?” 
Best Man (absently)—“Oh, yes, hun- 
dreds of times.” 





Patient—“Doctor, how are my chances?” 
Doctor—‘“Oh, pretty good, but I wouldn’t 
start reading any continued stories.” 





The Boss—‘Robert, I hope you try to 
save half of what you earn.” 
Office Boy—“I don’t get that much, Sir.” 





A farmer’s wife shipped a crate of eggs 
to a wholesale house in a city, but before 
doing so she wrote on one of them: 

“I got a penny for this egg. What did 
you pay for it?” 

She added her name and address. 

A year later she received an answer. It 
was written on highly embellished station- 
ery of an actor. 

“My dear madam,” he wrote, “while 
playing the part of Hamlet, recently, I re- 
ceived your egg for nothing.” 





Teacher—“It gives me great pleasure to 
mark you 85 on your examination.” 

Jimmy—“Why not make it 100 and give 
yourself a real thrill?” 





American (at Scottish football game)— 
“Why don’t they start? They ought to 
have kicked off half an hour ago.” 

Scotsman—“Aye, something serious has 
happened.” 

American—“Not a player taken off ill?” 

Scotsman—“No, worse than that. They 


*9 99 


canna find the penny they tossed up wi’. 





“T hear that your divorced wife has made 
up her mind to marry a struggling young 
lawyer.” 

“Well, if Margaret has made up her 
mind he might as well cease struggling.” 
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PERFECT ZELL' — _ Known 
\ an nown as 
TEMPER QUALITY THE BEST 


THE ORIGINAL 


“UNDERAILL AATCHETS 










CHICAGO PATTERN 
Milled Head 


No. 40. 9 rows. 81 points 


FRUIT BOX HATCHET 
Milled Head 


No. 65. 12 rows. 144 points 
No. 75. 16 rows. 256 points 




















CALIFORNIA PATTERN 
(with nail-slot) 
Milled Head 


No. 60-S. 12 rows. 144 points 
No. 70-S. 16 rows. 256 points 


These hatchets have been on the market for over 70 years. 


First made by the UNDERHILL EDGE TOOL CO., Nashua, N. H., which company was 
acquired by us. 

Forged from a NEW STEEL of CHROME-VANADIUM analysis recently developed and 
made EXCLUSIVELY FOR US. 


They are TOUGHER and STRONGER than any thin blade hatchets heretofore produced. 
The heads are MILLED and hardened—TOUGH. Will not break nor batter down. 


Kelly Axe & Tool Co., Inc., Charleston, W. Va., U. S. A. 






































__ HARDWARE AGE for DECEMBER 22, 1427 





K 


/ t 









My) 
| Wy iis / 


Wf 


Ve LF + “my \ 
a Va *, tt ie 





The Old Time Hardware Store 


Back in 1885 in Filo Smock’s hardware store in Sleepy Hollow, 
they used to sit around the stove and swap stories. 


“Nothing to do till tomorrow” was the slogan in those days, 
and tomorrow never came. Customers were few and far be- 
tween. 


How time has changed hardware business methods. Now it’s 
copper store fronts, attractive show cases, modern shelving, 
beautiful display racks and window displays that are “The 
talk of the town”. 


The only stories they have time for now are the merchandising 
stories and the window display suggestions that appear in 
Hardware Age. 


The ideas they get from these stories and window displays 
MOVE the merchandise. 


- Hardware Age 


239 West 39th Street, New York, N. Y. 
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The New 98 Tube Tubular Radiator with 
98 copper circulating tuves, staggered in 
brass fins. Each tube is anchored to each 
fin by extruded brass projections which 
also serve as heat conductors. None better 
—a profit maker. 














The New Whirlwind is a 100% guaranteed 
Ford Radiator with remarkable cooling 
efficiency. Specially designed air baffles 
force the cool air against the heated water, 
producing remarkable cooling efficiency. 
The Whirlwind core is exclusive with Peer- 
less Cellular Radiators. 


ARE YOU GETTING YOUR SHARE 
OF THIS 11,000,000 MARKET? 


Feature Peerless Radiators this month— No doubt about it. The arrival of the new Ford 
for Now is Radiator Time. has stirred the Model T replacement market to 

real buying activity. The uncertainty of yester- 
day has swung into a definite upward sales trend. 
11,000,000 Fords are beginning to absorb in quan- 
tities—Peerless Products for Model T Ford Cars. 
Verily all signs point to a rosy year for Hardware 
Dealers who sense the upward shift and ready 
themselves to meet the demand of this live 11,- 
000,000 market, with a stock of Peerless Ford 
Radiators, Fenders, Tool Boxes and Tool Kits. Get 

S on the Band Wagon Now! Your jobber will stock 

Re you or if he cannot supply you, write us direct. 


THE CORCORAN MFG. CO. 


4915 Section Avenue, Cincinnati, Ohio 
Radiators, Fenders, Tool Boxes, Kits and Radiator Cabs. 
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Mr. Hardware Dealer 


This Triangular 
folding drill holder 
is compact and 
easy to carry 


No sales effort 
required to sell it 


“fl! i 1 
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Put one in your window 


—It will sell itself— 


Let us send prices 








twist DRILL &. MACHINECO. 


Ww BEDFOR 


Progressive Dealers Everywhere Sell 
Morse High Speed and Carbon Drills, 


Reamers, Cutters, Taps and Dies 















Brazed Steel 
Engineer’s Filler 


Brazed Steel 
Shop Torch 


Brazed Steel 
Broad Top 
Oiler 


After Inventory— 


Will You Get Your Share of 


This Business 


Plan now to find a place for these Wall EVER- 
LASTING Brazed Steel Business Builders in your 
1928 program. They are made to render real ser- 
vice to users and a satisfactory profit to you. 


And don’t overlook the sales possibilities in the 


new No. 41 Self-Cleaning DREADNAUGHT 
Blow Torch. 


Catalog No. 45 and Jobbers’ Discount Sheet 
Sent on Request 


P. WALL MFG. SUPPLY CO. 
Pittsburgh, Pa. 








Wall DREADNAUGHT 
No. 41 Blow Torch 


Brazed Steel 
Bench Oiler 
Guaranteed for 
5 years 





To Save Time, Write to Nearest Representative 


New York: E. H. Brinkman, 30 Church St., Room 446. 
Philadelphia: Wm. H. Patton & Associates, 2401 Chestnut St. 
Boston: Walter C. Gindele, 241 Purchase Street 
Chicago: Henry Tideman, 624-630 West Adams Street 
Cincinnati: L. W. Stewart Sales Co., 327 Dixie Terminal 
Detroit: Geo. E. Oles, 14301 ” Corbett Ave. 

St. Louis: Hubbell and Sharp, 1712-14 Chestnut Street 
San Francisco: W. R. Voorhees & Co., 417 Market Street 
Waynesville, N. C.: R. N. Barber & Company 
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Stop Thief! 


(Continued from page 39) 


the margin of profit is great. That’s why there are so 
many concerns selling it direct. Foreigners are the best 
customers, and I know of men whose earnings during 
March, April, May, September and October, the big 
months for asphalt paint, averaged $250 a week on a 
25 per cent commission. Unless a man can make at 
least $50 a week, our concern didn’t care whether he 
stayed or quit. The average income for each salesman 
—we usually employed about forty—was $75 a week. 

But to get back to Jim Branton—he turned pirate 
himself and surreptitiously procured a direct-to-consumer 
sales outfit, read the instructions and canvass to salesmen, 
the letters of recommendations given by purchasers of 
this factory paint, the agreement with salesmen and 
terms of sale to the consumer. He also noted the litera- 
ture and sampling equipment; then, fortified with this 
information, he built his own direct-to-consumer plan. 

A three-line ad brought twelve replies, out of which 
he selected six applicants. Branton figured wisely that 
he’d be lucky to get two producers out of the bunch. 
And in this connection it might be mentioned that direct- 
from-factory organizations work on one good producer 
out of every ten men interviewed, so don’t become dis- 
couraged if the first canvasser you employ fails to sell 
paint. Keep putting ‘em on. The law of averages is 
just as much yours as your competitor’s, and you'll land 
a go-getter eventually and he’ll more than pay for your 
trouble and expense. 

Branton actually got one producer out of the first 
twelve, but this salesman brought in thousands of dollars’ 
worth of business on roof paint, flats, enamels and other 
paint items. Today, Branton has six salesmen covering 
the entire county and he’s through worrying about 
foreign competition. And what’s more, his next store 
neighbor now knows he’s in the paint business! 

The usual outfit for selling paint direct consists of a 
piece of tin half painted over perforations to show 
that the coating will cover up holes, an order book, an 
imitation leather folder carrying letters of recommenda- 
tion and facsimiles of orders given by nationally- 
known corporations, circulars, a piece of coated rubber- 
oid and slag. 

However, many salesmen forage with a piece of painted 
tin in one pocket and an order book in the other. And 
that supple tin gets more twisting and twirling than an 
acrobat on a spinning trapeze. Simple as it may seem, 
however, from college professor to Polish wire-puller 
they are all deeply interested in watching that little piece 
of tin shake the shimmy without cracking the paint 
covering it. And you can bet that the salesman makes 
“Every little movement have a meaning all its own.” 

Some fellows vary the monotony by carrying a small 
tea strainer painted with the asphalt coating, then put 
water in it to show that it is leak-proof. Others show 
prospects a lump of asphalt or a piece of straggly asbes- 
tos rock. Few salesmen carry samples of the paint itself 
—too messy. And roof paint salesmen have little to say 
to women—it doesn’t pay. The average woman will re- 
spond to a roof-paint canvass with “We don’t need any 
roof paint. My husband only painted the roof two 
years ago.” 

It is obvious from this that it is a waste of time to 
do house-to-house canvassing on this proposition during 
the day because the men folks are away working ; there- 
fore, live wire paint solicitors call on factories, stores, 
municipal properties and office buildings until eventide ; 
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Next Year—Increase Sales 


by Carrying Refrigerators 


The hardware dealer who has never handled refrigerators can 
increase his profits in 1928 by stocking the Challenge line. 

Because of the extensive publicity being given ice and me- 
chanical refrigeration, more people are buying refrigerators to- 
day than ever before, and the majority of them are buying ice 
refrigerators. 


e r 
Your customers will buy refrigerators of some store. Why 


not of you? Why not get these profits for yourself? 


The Challenge line is especially adapted to the hardware 
dealer. It is broad, starts with an inexpensive, well made box, 
and grades up to the all porcelain Iceberg. 


Write us or your jobber about the Challenge agency. 


CHALLENGE REFRIGERATOR COMPANY 
Grand Haven, Michigan 
One of the Oldest and One of the Largest Refrigerator 


Factories in America 
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PAINTS 
LACQUER 
VARNISH 
BRONZES 
ENAMELS 
DISINFECTANTS 
STAINS 
OILS 


For every spraying job 


Spraying is the easiest, quickest, most 
effective and economical way of apply- 
ing any liquid. And The Electric 
SPRAYIT is the simplest device for do- 
ing the work. 


It is a complete outfit for use in the 
home, the garden, the shop, the office, 
restaurants, hotels, apartment build- 
ings, factories, hospitals, institutions 
and garages. It will spray any liquid of 
proper consistency—lacquers, wall fin- 
ishes, paints, bronzes, disinfectants and 
exterminators. Works off a light socket; 
anyone can use it. Just a simple, sturdy, 
business-like, light sprayer for a wide 
range of everyday uses—you carry it 
easily in one hand wherever you want 
to spray. 


Anyone can use 
it; saving in time 
and money. 
Guaranteed for 
one year at a 
price of $34.50. 


Write for attractive 
Dealer and Jobber 
proposition. 





THE ELECTRIC SPRAYIT COMPANY 
INCORPORATED 


217-227 Iron Street 
Detroit Michigan 















then they turn toward the homes of the workers and 
usually pick on foreigners, as 75 per cent of black roof 
paint business is done with this element. When Luigi 
comes home from work to plant the scallions or 
Wijlocecucz is repairing the garden gate, then is the 
time to talk roof paint. And as for a car, better results 
are obtained without one, because calls are close together. 

As for Chamber of Commerce drives to keep business 
in town, “Buy at home” movements and such, the roving 
paint salesman has no worry. He knows Luigi and 
Wijlocecucz can’t read English and they’re his best cus- 
tomers. They’re good payers, too. Moveover, a go- 
getting hardware merchant could keep this business right 
in his store without much effort because these foreigners 
are not difficult to sell if they need the merchandise—and 
they all paint their roofs every one or two years—so most 
of them in your town are easy pickings for paint and 
other merchandise. 

Intelligent competition certainly would put these 
factory-to-consumer organizations to a big disadvantage 
because the dealer on the territory can make better de- 
liveries without extra expense to the purchasers; he 
knows who to trust or can institute credit investigations 
with comparative ease ; he does not have to depend upon 
a glib tongue and some circulars to unload his merchan- 
dise ; he can bring a prospect right to his store, show him 
the various lines, opening paint cans if necessary to prove 
the quality. There is only one drawback—he doesn’t 
do these things. A typical example of the non-com- 
batant dealer attitude is indicated by a sale I put over 
in New Jersey. It so happened that there were more 
than 40 school buildings to be roof-painted by the board 
of education of a city of larger than 100,000 inhabitants. 
I got wind of it and called on the purchasing agent, 
asking that my paint be given consideration. The pur- 
chasing agent took me in his own car to see the boss 
painter, who was working on a school roof about two 
miles away, and after I had told my little piece to the 
brush wielder, I got a sample order for twenty gallons. 
The purchasing agent explained as we rode back in his 
car, that a local dealer had, at one time, sold him some 
asphalt roof paint, a nationally advertised brand, but if 
my product proved satisfactory, he would give me the 
business. 

My price was the same as the local man, the quality 
no better and the native storekeeper certainly was en- 
titled to the business under these conditions; yet that 
paint sale went out of town because of dealer catalepsy. 
And that ain’t half of it, dearie. That little twenty gal- 
lon order grew to 1200 gallons in a month, and all sub- 
sequent orders were mailed direct to the home office 
but, under my working agreement, I got credit for these 
orders. 

Up to this point I have talked only of black roof paint, 
as this asphalt product, because of the opportunity for 
large profit, is played up big by direct-to-consumer or- 
ganizations. However, there is also the roving salesman 
selling to professional painters. He has no better paint 
than the local storekeeper, nor are his prices lower ; often 
they are higher; but he shouts the virtues of his wares 
from the housetops and the painters on the scaffolds 
fall for his line. 

The local dealer can get this business with less- ex- 
pense because many painters are poor credit risks and 
are hard to check. I have seen truck loads of flat white 
lead substitute, enamel and other paint materials total- 
ing as high as $4,500 being delivered to one painting 
firm, which later went bankrupt and never paid a cent. 

Nevertheless, unless these outside concerns give credit, 
they cannot procure sufficient business to make it worth 
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while sending out salesmen. The local dealer has the 
advantage here because he can better pick the good 
credit risks, sell *em and leave the bad ones to the 
foreign fortune hunters. 

Direct-from-factory salesmen also sell flat, enamel, 
barn paint, varnish, etc., to property owners, office build- 
ings, industrials, bakeries and farmers and many $10,000- 
a-year salesmen are working in this field, so if they 
can make this amount on a commission basis of ten 
per cent, which is usually given on such sales, then the 
local dealer should realize handsome profits keeping this 
business at home. 

Jim Branton stopped these paint pirates from get- 
ting away with murder around his town, and you can 
do the same in your locality; but you’ve got to combat 
them with the only weapon they fear—S-A-L-E-S- 
M-A-N-S-H-I-P. 


A Woman Clerk in Your 
Hardware Store 


(Continued from page 26) 


a standard. She knows the difference between dusting 
that removes and dusting that merely moves dust, and 
the odds seem to be in her favor for putting things back 
into their places rather than leaving them here and there 
as circumstantial evidence. It might be here whispered 
that the mere man who has this same brand. of orderli- 


ness and fastidiousness is probably too effeminate to be. 


an aggressive salesman. (You're welcome!) 

She is reported to be a close and thrifty buyer when 
she does the purchasing for her department, and she 
will also practise small operating economies, which are 
perhaps scornfully referred to by the men as “two for 
a nickel” stuff. It seems to hurt a woman more than 
a man to have a thing go to rack and ruin for want 
of a little fixing. If such economies are practised by 
all employees, it sometimes makes the difference between 
red and black ink at the close of the year. I was told 
by one wife who had-to take charge of the store when 
her husband was ill, that the waste that had been going 
on was rapidly sending them into bankruptcy. 

“How about women and details?” I asked a suc- 
cessful manager who employs many women. “Are they 
not better at remembering dnd carrying through the 
finer points of a transaction?” 

“T can answer that in this way,” he said. “When Mrs. 
Blank, whom of course everyone in the store wants to 
please, as her husband is the largest owner, asks for some 
special service or article, I can give the matter over to 
any one of three girls and be assured that it will be 
properly taken care of. If for some reason, no one of 
them is available, I next would ask any one of three 
men. But heaven help me if I have to ask any of the 
other girls. In other words, the best women are better 
than the best men on details, but the worst women are 
worse than the worst men.” 

Most women can put themselves easily in the cus- 
tomer’s place and can visualize the disappointment and 
exasperation felt when someone has blundered. Perhaps 
it is a wise provision of Mother Nature that men are 
not so easily disturbed. Women realize that an institu- 
tion’s reputation is a very fragile thing. They know 
how-women, of all strata of society discuss and gossip 
about shopping and shops and how very quickly though 
often unreasonably they react to favorable or adverse 
mention of particular stores. 
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“IT am so exasperated with Clark’s. I told them I 
would never buy a thing in that department again.” 


np R HERE’S ANOTHER id never buy ! 
Se, BIG REPEATER Or, ‘Take it to that nice woman in Carter’s Electrical 
Department. She was so nice to fix the cord of my elec- 


BOYER 9 « tric iron that I bought one of those expensive toasters 
- I had been wanting so long.” 
Toilet Bowl It seems to be true that women have more “com- 


panion” sales than men in the same department, that 
Cleaner there will be two or more items on their sales slips 

For cleaning toilet bowls instead of one. Instead of a hurried, “Is there anything 
and flush traps. Removes else?” They will be bubbling over with enthusiasm about 
dirt, filth, scum and dis- some new colored enamel ware which the customer must 





coloretiens. A wonderful take time to see. Women are usually more tactful in 

seller on merit—an excellent suggesting other possible needs of a patron. Few sales- 

eeecathtcie, “repeater” people of either sex realize that a person by the very act 
2@ ° ’ 


of coming into a store indicates that he wants some- 
: , thing and therefore the salesperson’s friendly interest 
DISPLAY IT AND YOU SELL IT is assumed and its absence resented. Even the most 
forbidding and dignified, if properly encouraged are 
ready to become quite confidential about their wants. 
J Practical, orderly, artistic, economical, thorough, 
WORST CEE Caen sympathetic—where is the woman clerk who is all of 
these? There are undoubtedly many women possessing 
many of these virtues, but as one employer very posi- 
tively stated, “They are not the kind that are looking 
for a job in a hardware store.” 
While I was on the trail of finding out just what type 
of woman did prefer to work in a hardware store, I made 
“Never a Comeback on a Boyer Product” some other discoveries which will be taken up next time. 











This brush is a large seller, but we advise giving it away 
free with the large 3-lb. can of Flush Powder. 


Write for our special proposition on these two in quantity orders. 





ses ae: RENawee.auws | This Is What They Tell Me— 
— ealichaeiantidineaiadeeaas I Wonder If It Is True? 


Toe 


POULTRY NETTING 
2 Galvanized Before und Galvanized -4fter Weaving? of 
‘a LALLA RAL RG LECCE AES | Upon further inquiry, ] found that the larger jobbers 


of the country—that is—what are known as the national 
jobbers, are not, as a rule, asking this missionary assist- 
ance. They have an ample force of trained salesmen and 
are taking care of the selling of their goods in their 
own way. 























(Continued from page 29) 
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*k OK Ox 
y y \ The demand for missionaries, as a general thing, seems 
4 from the smaller class of jobbers and of course 
a zt ‘ to come ; ; J 
f ‘and LONC with  Y i] this is natural. Possibly these jobbers have not as many 
« "| salesmen as their larger competitors. Probably their 
g P y 


+] selling organizations are not as well organized. It is 
only natural, and they can not be blamed for it, if manu- 
facturers are sending out free assistance of this kind, 
for them to seek their share of this selling assistance. 

* * * 

Then it has been stated that while the large jobber is 
not especially helped by the prestige of havipg a special 
representative from a manufacturer traveling with his 
salesmen, there is a certain prestige for the small jobber 
when a manufacturer covers his territory, carrying a 
large line of samples and turning over the orders of a 


nationally known line of goods to the small jobber. 
* * x 
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I am informed that there are still other objections 
to this system. In many cases these missionary sales- 
men travel by themselves. They sell goods direct to 
the retail dealer and of course they are carefully in- 
j structed by manufacturers to ask this retailer: “Through 
} whom shall I ship these goods?” The retailer is sup- 
posed to instruct the missionary salesman through what 
jobber the goods are to be shipped and billed. However, 
3 here arises a bone of contention. It seems that certain 






€Look for the tag, carrying our name, at the end of every roll! 


fA 
= The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 







WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicago Kansas City 
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missionary salesmen, notwithstanding the very emphatic 
instructions they have received, have preferences. They 
sometimes will do or say something to influence the 
retailer to have his orders shipped through a particular 
jobber. This retailer, possibly laughingly, tells this to 
the regular salesman of the jobber who misses the 
order. Then the trouble starts. In some cases—so I 
hear, the missionary is naturally anxious to have his 
order filled promptly and completely. He may know 
that one jobber carries a more complete stock of his 
line than others. It is only human on his part to desire 
to have the order turned over to the jobber with the most 
complete line. 
* * * 


Now, all this missionary work—so manufacturers tell 
me, is a bad enough mess when there is no cutting of 
prices. Then all jobbers are supposed to be on exactly 
the same basis and all orders are filled at exactly the 
same prices. However, when it happens, as it often 
does, that certain jobbers are cutting prices, even when 
the missionary is not authorized to cut the price, and 
the jobber’s salesman who travels along with him does 
take this authority, there is trouble in earnest. 
words, here is a representative of a manufacturer who 
is supposed to be absolutely neutral in the filling of 
orders, selling goods for a jobber who slips over an 
extra five to the retail dealer! 


* * * 


As I have written earlier in this article, this system 
of selling goods has all grown up in the last few years. 
In the old days, the sales manager of the manufacturer 
and the jobber was not troubled with the missionary but 
in these days—so I am informed, if vou will ask any 
large manufacturer in the country or the sales manager 
of any jobber in the country, you will find that the 
use of missionaries has thrown a bone of contention into 
the field of distribution that is constantly causing trouble 
and irritation. 

* * * 


Even when a manufacturer is in favor of the system; 
even when he has an earnest and sincere desire to help 
out his customers, he finds it is impossible because he 
can not afford to keep enough trained missionaries to 
satisfy all of his jobbers. Then, notwithstanding the 
most careful training on the part of manufacturers, mis- 
sionaries will do things they should not do. Even when 
the poor missionary has done his best, misunderstand- 
ings will arise. It is all a very pretty kettle of fish. 


xk * x 


It is a system of selling that, as far as the writer 
knows, has never been adopted by any other nation on 
earth. It is a system that, judging from the statements 
we have received, is doomed to cause trobule and irrita- 
tion until it is eliminated or better systematized. 


*x* * * 


However, the thing that stands out in the mind of the 
writer more than anything else is: How can the manu- 
facturers afford to mark up their goods high enough to 
stand the cost? Besides, even if they can mark up 
their goods, will not some other manufacturer come out 
and sell goods without all this extra expense at such 
a low price that this latter manufacturer will take a 
large part of the business away from the other manu- 
facturer who is attempting to hold up the umbrella over 


In other | 
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Complete Line of Shovels, 
Spades and Scoops 


The Indiana Rolling 
Mill Co. 
New Castle, Indiana 


Affiliated with 
GALESBURG COULTER-DISC CO. 


“X-tra Quality” 


Galesburg, Ill. 

















the trade and to do the selling job, not only for himself | 











Handle Bigger Business 
With Less Effort and Expense 











This store of James McCullough & Som, Kittanning, Ps., is a fine example of 


the venses of 
Business Building Store Fixtures 
Fine attractive displays sell more merchandise—convenient dis- 
plays require less effort and fewer floor salesmen. tory 


time is the ideal time to make the Heller installation you have 
been wanting. You inventory and move stock at the same time. 


00 Bryant 8t., Montpelier, Ohio 
W. C. Heller & Co. 6 vorcy ‘ae. “suite been New York City 
Send details and prices on items checked— 


Display Tables 


| New Type Saw Rack 
New Design Cutlery Case Displ: 


ay Door Cabinets 
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All-Metal Frame 


CLOTH WINDOW VENTILATOR 


This nationally advertised window ventilator 
is in big demand, because it safeguards 
health and protects curtains and 
furniture. 8 popular sizes. 
Retail at 60c. to $1.10. 









FROM 
YOUR JOBBER 























Beats ’em all 


' Gives the greatest 
door hanger mile- 
age. 

















Easiest to hang. 
Hardest to pull 
down. 


























Ask about preferred dealer’s proposition. Means more 
sales and bigger profit per sale. 


HUNT, HELM, FERRIS & CO., INC. 


Industrial Bidg., Harvard, 383 Brannan St., 
Albany, N. Y. Illinois San Francisco, Calif. 

















Rust R 





Ly BRUSH- NU COMPANY , 


BALTIMORE MARYLAND | 
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SAMSON CORDAGE WORKS 


BOSTON, MASS. 


NY.) s On OO) 583 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS +» COTTON TWINES 








but for his customer, and to stand all the expense as 
well? 
: 

How many jobbers, I am wondering, should a manu- 
facturer come along who does not supply any of this 
kind of service but who has a very attractive and low 
price, will be loyal to the manufacturer who is supply- 
ing them with sales service and turn down the cut price 
of this manufacturer’s competitor? No matter what 
may be said on the subject, I am rather inclined to 
believe, from what I know of human nature, that the 
manufacturer with the price will get the business! 


Man, ‘acta Coward 


ENTAL technicians, meeting in Chicago, say that 
the cowards in the dentist’s chair are the men. 
Women are far more likely to accept pain without a 


| murmur. This report is probably true. It squares with 








common observation. But there is a word to be said 
for the men. They—the cowardly sex—are the ones 
who have made dentistry safe for the world. 

Painless dentistry—such as it is—has resulted from 
the whimpering of the whimperers. If all patients had 
always been courageous to the limit, local anaesthetics 
and other softeners of pain would never have been 
developed. 

Men are the cowardly sex, just as men are the lazy 
sex. Because they are lazy, they have developed time- 
saving machinery, and even have succeeded in forcing 





| much of it upon women, whose tendency has been to 
| accept kitchen drudgery as inevitable, just as they have 


accepted pain in the dentist’s chair as inevitable. Man, 
the lazy—man, the coward—is the author of human 
progress—Allith Bulletin. 





Do anything often enough and you form a habit. 
Smile every half hour for a week, and you will form 
a habit of smiling. If you want to be happy, think 
happy thoughts. Soon your mind will be accustomed 
to the happiness idea, and you will be happy. 


, Luther Assortment No. 90 


Luther Grinder Mfg. Co., 285 South Water Street, Milwaukee, 
Wis., is offering to dealers Assortment No. 90. This consists 
of four Luther grinders, six Luther vises, and a sturdy wood and 





metal display stand. The grinders and vises are individually 
packed in testboard cartons. The display stand has two metal 
ends supporting two wooden strips. The grinders and vises are 
attached to these strips for displaying. When packed in a wooden 
box, the assortment and display stand weigh 131 Ib. 
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Your Legal Problems 











Could He Appeal? 


The salesman was pushing a new line, and he sold the local 
hardware merchant $1,000 worth. 

“Remember that we take a three-months note for the price 
of this stuff, without interest,” the salesman pointed out, filled 
out a note form and pushed it across the desk. 

“What’s the meaning of that clause that ‘the maker hereby 
waives any and all right of appeal in any suit brought on this 
note, or any renewal or renewals thereof ?’” the merchant asked. 

“Oh, that’s simply printed in all our forms. It means that, 
if you were a poor customer, which you are not, and refused to 
pay this note, which you will not, and we sue you and get a 
judgment in court, you couldn’t appeal to a higher court and 
keep us out of our money indefinitely,” was the airy reply. 

When the goods arrived, however, the merchant found that 
they “were not worth lugging home,” as the freight agent ex- 
pressed it, the seller refused to take the goods back, the merchant 
refused to pay his note, the seller sued and got judgment. 

“What's the next step?” the merchant asked. 

“The judge who tried your case knows no more law than 
necessary and some of his rulings on evidence would make a 
cowboy justice of the peace laugh,” his lawyer assured him. 

“We'll appeal and win without a struggle.” 

“What about that clause in the note that I signed, saying that 
I waived my right of appeal,” the careful merchant queried. 

“That’s a new point, and we’ll have to meet it on appeal,” the 
attorney admitted, “but it’s my positive opinion that no court 
will permit the maker of a note to sign away his legal rights 
in that way,” and the Supreme Court of Idaho in a case reported 
in 219 Pacific Reporter, 1058, ruled that the attorney was right, 
and the weight of authority is to the same effect, although some 
courts have ruled the other way. 

“The effect of such a stipulation is to oust the court of their 
jurisdiction and to restrict the parties from enforcing their 
rights under the contract by the usual legal proceedings in the 
ordinary legal tribunals. There is some conflict of authority 
upon this subject in the reported cases, but we do think, in view 
of the foregoing statute, that the question is open to discussion 
in this state,’ was the reasoning of the Idaho courts. 


General Business 


OME of the many good commentors on business 

conditions in the daily press hit on interesting side- 
lights while engaged in diagnosing the state of the lard 
industry or whether butter is strong, and leather weak. 
One such commentor this week points out that we are 
able to support two champion prize fights this year and 
therefore must be in a healthy condition. 

There is something in what he says which really does 
portray the general business condition—namely, that the 
volume of money spent on sports and pleasures is con- 
stantly growing greater. Sports and pleasures are 
mostly housed in one way or another and therefore call 
for construction. The participants and audiences are 
mostly fed well and therefore are consumers. They are 
mostly clothed if you please, and therefore even while 
not producing themselves are causes for all kinds of 
production being stimulated. They have money to 


cspend: 


To our customers 
and friends 
a real old fashioned 


HMerry Christmas 


and a happy 
and prospetous 


New Vear 


LENDZION LEATHER GOODS CO. 
1847-49 N. Ashland Ave. Chicago, IIl. 
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= BOLTS» NUTS 
} CAPSCREWS 


Personal Service “= in Big Business 





Two big plants, one in Cleveland 
and one in Chicago, assures 
prompt service to all sections 
of the country. 


The Foster Bolt & Nut Mfg. Company 


CLEVELAND CHICAGO 


Union Ave. and E. 72nd St. 6249 te 6265 West 65th St 
Telephone Broadway 840 Telephone Hemlock 4484 














Murphy Square Point Paper Hangers’ Knife 





RemURP Hy 
AYER, mass if 





Using only the best crucible steel and expert crafts- 
manship has maintained the leadership of Murphy 
quality for over sevénty-seven years. 


ROBERT MURPHY’S SONS CoO. 


Established 1850 
Oyster Knives Kitchen Knives 
Rubber Knives Pruning Knives 
Pattern Mdkers’ Knives and Handles 
Send for Catalogue MASSACHUSETTS 


Shoe Knives 

Sloyd Knives 
*Paper-Hangers’ Knives 
AYER 











Attractive Stores and 
quicker sales are made 


possible with GREEN’S 


Cabinets 


and 


Stock Boxes 


for the convenient han- 
dling of shelf hardware 
and all small parts. 





PRICE $9.00 
For this 25 drawer cabinet complete 


in oak finish. Size 25”x21”x11”. 
Other sizes and assortments at pro- 
portionate prices. 


The-Green Co., Inc., 250 W. 57th St., N. Y. 


Write for new illustrated 
price list. 
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Many Concentrate 100% on Our Products 


Hundreds of jobbers and dealers, large and small, handle our Screen Cloth, 
Hardware Cloth and Poultry Netting exclusively. Many have sold our 
products for 20 years and more. They find them highly profitable. 


A goodly number feature our Bronze Screen Wire Cloth which 
is guaranteed 90% copper and 10% zinc. The zinc gives maxi- 
mum tensile strength and permanently resists corrosion. We 
control every operation in the manufacture of all our 

Screen Cloth and Poultry Netting. 


Wickwire Bronze is made from Full Gauge Wire 


in 14, 16 and 18 mesh, in even widths 18” to 48”. 
100 lineal ft. to the roll. 


Your Jobber will supply you. 


WICKWIRE BROTHERS 


Bronze Screen Wire Cloth 

















Our Other Brands Screen 


Costs more than Steel lot 


Wire Cloth Cortland Black Enameled 


But— . . Cortland Gray-Wick 
returns the difference in White Metal Finish 
service Wickwire Premier 


ry treeereeeneeszess 
J] ~~, 


LNT e 
~ 


MED 1873 —— 


SxOeBt eee Faseeseee Seeceuasseusea 
SSCS TKR CO TASS SSC SSESSSS SERRE SETTERS KER EE Ee Reese eee saseause ® 






























HARDWARE AGE for DECEMBER 22, 1927 


| 
“I 
wi 

















A good pump is essential to a satisfactory water supply. And this is par- 
ticularly true during the winter months when extreme weather conditions pre- 
vail. For over fifty years Myers Well, House and Cistern Pumps have meant 
better water service for the home and farm. They have always represented the {| 
utmost in pump satisfaction and as the years have slipped by they have con- 
tinued to create new standards of water service which are responsible for the I] 
trade slogan, “If It Is a Myers Pump, It’s the Best Pump on Earth.” 


Today, these same standards of quality and dependability prevail and rep- 


k saauiiti mee. al 








resent in the truest sense of the word possibilities for business and profits 
which no similar line offers. 


Every day new dealers join the ranks of Myers distributors. If you have 
never sold Myers Pumps, or if you are already a Myers dealer and desire 
additional information about the complete line for every purpose, write us 
for catalog and particulars. | 


} “he 

i] MYERS 
SUBMERGED 
CYLINDER 
PUMP for 
DRILLED 
or CASED 
WELLS 











Take Hat=; 
The 
MYERS i 


“WATER SYSTEMS -HAY -DOOR HANGERS 


THE F.E.MYERS & BRO.¢co. 
ASHLANDB, OHIO. 


‘Manufacturers for over ‘Years of MYERS HONOR-BILT PUMPS for 
WATER SYSTEMS- HAY GRAIN 











Every Purpose, 
UNLOADING TOOLS ~ BARN,FACTORY and 
HANGERS- STORE LADDERS, Etc. 
































Points That Mean Profit 


WHEELING 
NAILS 


VERY operation in producing 
the steel, drawing the wire and 
forming Wheeling Nails is carried 
out under one control and within 
the bounds of a single plant, insur- 
ing a single high standard of quality 
—uniformity in the finished product! 
Strength, bend-resistance, finish 
and long life— Wheeling “Mine to 
Market” manufacture insures these 
essentials! 
It will pay to get Wheeling Nails 
when ordering from your jobber. 


WHEELING STEEL CORPORATION 
Wheeling W. Va. 





Wheeling Barbed Wire 


Full gauged strands, heavy, uniform 

coating of pure zinc, clean-cut and 

tightly clinched barbs, neatness and 
convenience of heavy wire reel—these are fea- 
tures that readily identify Wheeling Barbed 
Wire and make it a source of worthwhile profit 
to your business. 


EX 


“From Mine @\ to Market” 














STEEY 
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DULUTE 


STORE EQUIPMENT 





The Christensen Hardware Company of Chicago, Illinois, is Duluth equipped throughout. 


Better Display Means Increased Sales 


To succeed today, a store must make every A “Duluth” representative is near you. He will 
possible saving in operating costs and use be glad to explain how the system operates and why 
every modern method of stimulating sales. it produces these remarkable results. Write us, 


stating when will be the most convenient time for 
him to call. 

The “Duluth” Self-Serve System of mer- 
chandising hardware is exactly what its name 
implies—a complete and proven system of 
hardware retailing. 








Its purpose is to increase sales through 
effective display and to improve service. By 
systematic storage it enables the hardware 
merchant to transact a larger volume of busi- 
ness with smaller stock, and reduced over- 
head. There is nothing theoretical about it Steel D Nail Counter 
—it is producing exactly these results in hun- PSY’, a | 
iis alt conalt tenn ase _Condenses more than a keg each of twenty-seven 
dreds of retail hardware stores. sizes of nails into an 814-foot wrapping counter. This 
releases valuable space in which to display and sell 
long profit lines. 





“Duluth” No. 477-A 


It costs you nothing to find out how this The indestructible linoleum top, and one-piece extra | 
. i . i “avy stee rers are distinctive “Duluth” features. | 
system can be applied to your store to make heavy steel drawers are distinctive “I 
: PP i Mggta OLDE eacic. ise 








your business more profitable. S55 


COMPLETE MERCHANDISING SERVICE 


Duluth Merchandising Service is complete and covers every phase of hardware merchandising. 

If you have not already investigated this service, you owe it to yourself and your business to write us 
today. We will welcome the opportunity of discussing your problems with you. It has meant profits for 
other merchants, why not you? Delay is costly. Act now. Address— 


DULUTH SHOW CASE CO., DULUTH, MINN. 


Business Analysis Store Planning Installation Sampling 














HARDWARE 


AGE for DECEMBER 22, 








1927 








—— nna — 
. ea | 


,, 


dana a 
Le eA UN AN tl ONE 








GRIFFIN No. 550 Wrought Steel 
Chain Bolt is a durable spring bolt 
for fastening top of door. Has de- 
pendable music wire spring and is 
constructed so as to latch easily 
and readily when door is closed. 
Easily reversed, permitting use for 
either right or left hand. Japanned 
or galvanized finish. 



















Additional Wrought Steel Chain and Foot 
Bolts and Garage Hardware are shown in 
the new catalog of GRIFFIN Hinges— 
just off the press. 


GRIFIN 


Manufacturing Co 


ERIE PENNSYLVANIA 
Branch jf 
Oiitua { 






NEW YORK 45 WARREN STSCHICAGO 555 W RANDOLPH ST ] 
| BOSTON 124 


PEARL STSSAN FRANCISCO 703MARKET ST. J 


American Steel & Wire 
Company 


“ag * il 














When your customers de- 
mand the best in barb wire 
at the lowest cost you will 
find that American Steel 
€ Wire Company brands 
successfully meet their re- 
quirements. 

Great tensile strength, 
extra heavy galvanizing, 
regularity of twist and 
firmness of barbs, are out- 
standing features of the 
following brands: 


Baker Perfect 
Waukegan 
Ellwood Glidden 
Ellwood Junior 
American Special 
American Glidden 
Lyman Four Point 








Write for catalog and prices 

















American Steel & Wire Company 


Sales Offices: Chic New York Boston Cleveland Worcester Philadelphia 
Pittsburgh _— St. Cone ufflalo Detroit Cincinnati _ Wilkes-Barre 
Baltimore noone City Minneapolis ‘St. Paul OklahomaCity Birmingham 

lanta Memphis Dallas Denver Salt Lake City 
U.S. Eee Products Co., San Francisco, Los Angeles, Portland, Seattle 
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When Spare Tires and Golf Bags 
Must Be Protected—Suggest 
Lock No. 4455FN 





This lock comes in 
several Shackle 
lengths for various 
uses. Self-locking, 
Automatic Spring 
Shackle that flies 
open to a quarter 
turn position when 
unlocked. 


12 Key Changes. 


Priced to give you 
a good mark up, 
and still win your 
customers 
approval. 








a 
Cnt 














No. 4455FN 1% inch 
Height of List 
Shackle Case Prices 
4455 15/16 inch Ivory Black $3.20 dozen 
4455FL 2 inch Ivory Black 4.00 dozen 
4455FN 24 inch Ivory Black 4.00 dozen 
4455RM 4% inch Ivory Black 4.70 dozen 
Eagle Lock Co. 
General Sales Office 
PEG.ANU. & PAT. OFF. 26 Warren St., New York “H13.1N Us Be PAT. OFF. 
Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Ill. 
114 Bedford Street, Boston, Mass. 
Works at Terryville, Connecticut 











GF Allsteel Shelving 
is rigid—as only 
steel can be 


GF ALLSTEEL Shelving may by assem- 
bled in as large or small units as you desire 
and without using special tools. Material 
may be stored so compactly that 10 to 30 
per cent more stdrage space is available. 
Easier visibility facilitates stock keeping. 
Built of fire-resistant steel — adjustable, 
moved or altered without loss—a perma- 
nent asset. . 

A copy of our book “Saving with Shelving” 
will be a great help when planning any kind 
of storage space. Just send us your address. 
THE GENERAL FIREPROOFING Co. 


Youngstown, Ohio In Canada, Toronto 
Branches and Posters everywhere 


The GF Allsteel Line: Safes - Filing rel Sectional 
Cases - Desks + Tables + Shelving + Transfer 
Cases + Storage Cabinets « Document Files + Supplies, 








‘SHELVING 








Attach this coupon to your firm letterhead ™ 


THE GENERAL FIREPROOFING CO., Youngstown, Ohio (H.A.) « 
Please send me without obligation a copy of your book “Saving with Shelving.” 








Firm 
Street No..... 
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@® Improved Duplex 





A NEW LEADER that has gained great favor with 
those who understand key cutting machines and the fea- 
tures to be desired in a perfect duplicating outfit. 


~ THE 
PROVE 

oe to cut all types of keys; cylinder, flat steel, and 
eys. 


bit 


2. 
a triplex). 
3. 
. Ball bearings. 
. Adjustable carriage stops. 
. Bench space 22%” x7”. 
. Motor may be mounted above, 
. Simplicity, 
ments necessary. 


(UDINDEPENDENTIOCK( 


on nn > 


a 
Key Cutting Machine 


OUTSTANDING FEATURES of the IM- 


<D DUPLEX are: 
Separate clamps for each type key noted above (in reality 


Special finger gauges for easy alignment. 


behind, or underneath. 
no changing of cutters, no adjust- 


D.D> 


72-80 WINTER ST., FITCHBURG, MASS. 


long wear, 











Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


CONTENTS 


Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Syndicate Stores carrying hardware in the 
United States and Canada. 


Department Stores carrying hardware and housefurnish- 
ings in the United States. 
Manufacturers’ Agents in United States, Canada and 


Foreign Countries. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers. 

Mail Order Houses handling hardware and housefurnishings, 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 
Hardware Age Verified List of Wholesalers and Retailers is indis- 
pensable in economic direct-by-mail promotion work and also a 
helpful guide for salesmen’s calls. Every sales manager should 
have one on his desk, and every salesman could profitably carry 
a copy in his grip. Since the previous issue was published there 
have been more than 10,000 additions and corrections, and these 
all appear in the current Eighth Edition. 


Hardware Wholesalers find Verified List of great value in 
“‘checking”’ their retail prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 
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“Seeing Is Buying” 


It is hard for a dealer to buy 
Fly Screen Cloth from a 
photograph or illustration—a 
litle retouching works 
wonders. 


We prefer to send you sam- 
ples cut from regular stock 
—then you can see and judge 
for yourself why SPARGO 
orders keep us busy the entire 
year. 


SPARGO WIRE CO. 
NM; ¥. 
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Rome 











i BUSINESS 


must be regulated as well 
as traffic. We stopped 
you just long enough to 
say that all Classified Ad- 
vertisements in Hardware 
Age must reach us nine 
days before the publica- 
tion date to insure inser- 
tion. “GO” to it. 


| Hardware Age 


239 West 39th Street 
New York City 
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ONE- | . — 
THIRD % ’ | ) | TAL 
STRONGER 


than the What a satisfaction for you dealers and clerks to sell 


wrenches that have proved, under test, one-third 


N EXT stronger than the next strongest! 
COES Wrenches have. Sizes: 6, 8, 10, 12, 15, 18 
STRONGEST and 21 inches—Wood Handle or Steel Handle. 
WRENCH All leading jobbers carry the COES line. 
COES WRENCH COMPANY 


“In Business Since 1841”’ 





Worcester Mass. 

B.C. MeCarty & Gee. 6s. cnc 253 Broadway, New York 

BuyelS ‘ John H. Graham & Co...... 113 Chambers Street, New York 
atslog Selling Agents Also 61 Shoe Lane, London, E. C., England 
Fenwick Freres............ 8 Rue de Rocroy, Paris, France 



























HOLIDAYS el 
1927 1928 Gz" 
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Allith-Prouty Company 


DANVILLE, ILLINOIS 
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Direc \ 


Spruce Only—Air Dried—Full Strength 


Send Us Your Order—We Pay Freight 
Can’t Sell Them If You Don’t Have Them—Get Latest List 


W. W. BABCOCK CO. 





Bath, N. Y. 











HN Carry Less 
id 





Sell More 


What's the use of carrying a lot of 
sizes and styles of Tacks that are 
unnecessary? 


In the ATLAS line of Tacks no 
difference in sizes of less than 
1/16” are necessary. 


And only styles that have proved 
salable are manufactured. 


These facts enable dealers to carry 
less stock, and sell more; because 
ATLAS quality is always in de- 
mand, and full count and weight 
are guaranteed every customer. 


Send for Complete Catalog 








ATLAS TACK CORPORATION 
Fairhaven, Mass., and St. Louis, Mo. 


The largest and oldest manufacturers of Tacks and Small 
Nails in the world. 


Established in 1810 








Sell Them 
by the set 





Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the user. 











Brey _petiente meete the cnttee ont te he ous. and it 


or seventeen times. Bring 


westion of 
out the value of the case, = eoping the bite in order and near et 


hand, preventing loss, ete. Try i 


r Bits rare the oly bite tat are not dependent om 4 center oF 
to guide th They cut from the outer rim. The entire surface is 
at ~y Ft all the time; no jagged ends; every part of the work is smooth and 


polished. They 
leaving a smooth hole and clean, polished surface. 


bore their way throug bh — knotty, cross grained wood, 


Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 


TORRINGTON, CONN., U. S. A. 














MILLION dollars a letter is the value placed on a slogan 





Paint, 

Like 
Advertising, 
Works 
Wonders 


used to advertise Paint and Varnish. 

What made the “Save the Surface” slogan so popular— 
good advertising and the thought it contained: To save 
property as well as improve its appearance. 

Now Paint, like advertising, can be made to work wonders. 

But don’t expect dealers to spread your paint story and 
consumers to spread your paint unless you mix your paint 
message with good advertising and spread it in the right 
medium. 

That medium is the “Monthly Paint Section” of Hard- 
ware Age. 
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The Stencilor 





For Making Signs and Show Cards 


A Test that Proves that SIGNS Help Sales 


Hide every SIGN displayed in your windows or 
store—watch sales drop. 
Replace the Signs, Show Cards and Price Tickets 
—watch sales jump. Anyone can letter neat Signs 
with the STENCILOR. 


DISPLAY MATERIAL COMPANY 
774 Grand Ave., ST. PAUL, MINNESOTA 


Eastern Agents: DISPLAY MATERIAL CO., 191 Pearl St., 


Canadian Agents: 


Send for Folder and Prices. 


New York, N. Y 
DISPLAY CARD COMPANY, LTD., 
Brockville, Ont. 





















New Spring 
Oiler 





Old Style Spring 
Oiler 





Hand Lamp 
with Oil Tubes 


MALLEABLE IRON FITTINGS CO. 


Branford, Conn. 


OILERS 


The Brass Spring Bottoms in 
Hammer and Company’s NEW 
IMPROVED OILERS are 
made leak-proof by a new 
method. 


We do not depend upon solder 
alone to secure the bottoms, but 
form a seating groove in the 
body at the point of soldering. 
Then we force the down turned 
flange of the bottom into this 
groove, where it has a wide bear- 
ing and is then securely solder- 
ed. No leaky bottoms. 


The Old Style Oilers have a 
Steel Spring in the bottom, but 
not the above improvement. Our 
Malleable Iron Clamps (4 styles) 
are also popular. 








Poultry Netting 





MANUFACTURED BY 


G. F. WRIGHT STEEL & WIRE CO. 
WORCESTER, MASS. 








UPERIO 

















Patented 


Quality Fittings Mean Hose Efficiency 
THE SHERMAN WROUGHT BRASS HOSE FITTINGS 


have reached the highest level of quality in garden hose acces- 
sories through years of experience and research in manufac- 
turing. It is to your advantage to carry the best. 


Sherman Hose Couplings are made of 
heavy wrought brass—accurate ma- 
chine cut threads—deep, clean corru- 
gations. A high quality item. Made 
in hose sizes—3%”, 14”, 54” and 34”. 


In cartons for stock. 


H. B. SHERMAN MFG. CO. 


The New Diamond Nozzle. Surpasses 
any nozzle heretofore offered to the 
Trade. It is larger and will throw a 
stream farther and more even. A per- 
fect spray is always assured. Made in 
3%” size only. 


- Battle Creek, Mich. 
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% TREE AND FLOWER GUARD 
x RUBBISH CONSUMERS 
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Copper Bearing 
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Steel 


+ SS 








are strictly 


QUALITY 
PRODUCTS 


and SATISFY the 


JOBBER 
DEALER 
and 
CONSUMER 
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Manufactured by 


% 
* H.L. Brown FENcE& Mrc.Co.$ 
% CINCINNATI, OHIO ; 
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KIMBALL 


HAND POWER ELEVATORS 
Fficient- Quick Rising 


NOM: a hand power elevator which 

you can purchase complete in every 
detail, to the sawing and fitting of every 
joint and drilling of every hole, making 
its installation merely a matter of your 
bolting it together. Fitted throughout 
with roller bearings. 
Easy to operate--- 
quick rising, low 
cost. 


Write for Pamphlet 
and Prices 


Kimball Bros. Co. 


1117-41 9th St., Council Bluffs, la. 




















The “Ajax” 


REVERSIBLE BEVELED SIDE PLATES 


, 











‘TYPE 3001 


Construction and appearance are strong selling 
points for dealers who stock “Ajax” Spring Pivot 
Hinges. 

The “Ajax” is made of high grade material and 
has been designed with many important features 
which dealers will find worthy of special mention. 
These include an adjustable tension, alignment de- 
vice, hardened steel roller bearing for piston and 
ball bearing for carrying the weight of the door. 


The reversible beveled side plates present a 
pleasing and neat appearance when applied to the 
door. 

Send for Catalogue No. H 42 


~-(CHICAGO)~~ 
SPRING HINGES 
Chicago Spring Hinge Company. 


NEW YORK 
U. S.A. 








CHICAGO 




















Days 


“To insure your 


Classified Adver- 
tisement being in- 
serted in Hardware 
Age, it must reach 
us nine days be- 
fore the date of 
publication. 


That is the final 


acceptance date. 


L 
Hardware Age 


239 W. 39th Street, New York City 
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Quality and 
Service 


ow 


Bolts of All Styles—Nuts— 
Rivets — Washers — Wagon 
Hardware—Pole Line Ma- 
terial—Track Bolts—Track 
Tools—Car Forgings. 


GALVANIZED or PLAIN 


ow 


OLIVER IRON AND STEEL CORP. 
Pittsburgh, Pa. 





SHARK BRAND CHISELS 


Manufactured by 
E. A. Berg Manufacturing Co., Ltd. 
ESKILSTUNA, SWEDEN 


BEAR THIS TRADE MARK 


Trade 





SHARK BRAND CHISELS, made 
from the finest Swedish charcoal 
steel, are sturdy and well made and 
craftsmen and lovers of good tools 
appreciate their quality. 


Because of their reputation as de- 
pendable tools, they sell with little 
effort, which means sure profits to 
you. 


Butt Beveled Edge, Regu- 
lar Beveled Edge, Socket 
Chisels. 


We carry a full line of 
SWEDISH Made TOOLS and HARDWARE 


Order from your jobber today, or write 
SCANDINAVIAN 
WESTERN IMPORTING CO., Ltd. 
116 Broad St., New York, N. Y. 


Minneapolis, Seattle, Montreal, 
Minn, Wash. Can. 
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They 
Are 
the Best 


Millions 
and Millions 


Of People Are Pushing 


BOMMER SPRING HINGES 


When Opening Doors 


Follow 


the Line of Least Resistance 


Stock and Push Them 


Bommer Spring Hinge Co., Brooklyn, N. Y. 


They 
Are 


the Best 

















GRAND RAPIDS 


ALL-STEEL 








Sash Pulleys 


All-Steel 
acknowl- 


Grand Rapids 
Sash Pulleys are 
edged superior, because—they 

are built to exacting standards 

by specialists who for more than 
a quarter century have concentrated 
exclusively on the design and manufac- 
ture of this one line. 


MAIL 
pote] U] To} | 
FOR FREE 

SAMPLE 


Every one of the millions made is guaran- 
teed perfect—guaranteed not to break. 

You will profit by standardizing on the 
“Grand Rapids’ line—the line that will 
fully meet your every requirement in Ball 
Bearing, Axle Bearing, or Cone Bearing 
types—even to the large lubricated Cone 
Bearing Pulleys, self aligning and noise- 
less, which are exclusively Grand Rapids 
made. 


Grand Rapids Hardware Co. 


558 Eleventh St. eo ae 
Grand Rapids, o* co 9° 

Michigan, e : x 
U. S. A. 
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ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a patented 
process we increase the density of the steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. The Allen process makes 
deep, perfectly-formed socket-holes—no chips in 
the bottom. The entire length of the ALLEN is 
utilized either for solid metal at the —— or depth of socket 
for the wrench. All sizes in stock from % to 1% in.; any 
length, point or thread. Also Socket-Head Cap Screws, Tap 
Extensions and Socket Wrench Sets. Dealers: Write for 
catalogue and sales proposition. 


The ALLEN MFG. CO. tisntForD,°Conn: 








We are in position to make 


IMMEDIATE DELIVERIES 


on Stove Pipe 
Stove Pipe Elbows 


Sheet Iron Heaters 
(Incl. all types of Gas Heaters) 


and Other Specialties 


JACKES-EVANS MFG. CO. 
1944 N. MAIN ST. ST. LOUIS, MO. 












These powerful hydraulic door 
closers are easily adjusted for 
quick or slow closing. Made in 
six sizes to fit and operate all 
doors. Strong and handsome 
in appearance. 

Guaranteed Satisfaction 
and Bigger Profits 
for Dealers 
You will find them exactly 
as represented and rapid 
sellers because lower in 
price. Fine bronze finish. 
Parts and brackets always 
in stock. Send for Cata- 

log and Discounts. 


United Hardware & Tool Corp. 


72 Reade Street, N. Y. City 





ARMSTRONG 
BROS. 





Sell 
PIPE CUTTERS 


of Quality! 


Good mechanics prefer them for maximum 
satisfaction. Write for new Catalog. 


ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Ave., Chicago, U.S.A. 
















Send 

for 

Samples Sterling Hack Sew Blades sell. 

and Write for Catalog and Prices. Sold by Jobbers. 
Test Diamond Saw & Stamping Works 
Them Buffalo, N. Y. 








STRATTON: oa" 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 


D. Maydole, 1843 





The popularity of Maydole Hammers among Carpenters, 


Machinists and Mechanics attests the fact that we've 
maintained the standard set by the founder of this 
business over 80 years ago. 








THE DAVID MAYDOLE HAMMER CO. 
Norwich New York 








Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 
Made only by 
ANnTI-BorAX Compounpn Co. 
Fort Wayne, Ind. 





PAT. MAY 27, 1908 


Get Your Seed Department Ready 


Now is the time to start making friends 
with attractive display cartons of Landreth’s 
Garden and Flower Seeds. Make up a list 
and let us quote you on our tested seeds and 
Mixed Lawn Grass. Be sure of your stock. 


“=== 1). Landreth Seed Co., Bristol, Pa. 











Makers of Every Kind 
of Screw, Nut and Bolt 


The Corbin Screw Corporation 
The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 


Western Factory: Dayton, Ohio 











your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 
52 Industrial St. Rochester, N. Y. 








ome into 
239 W. 39th St. 
New York City 


We will be glad. to 
help you with your 
sales problems. 


Hardware Age 
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The name “Speco” on Soldering 
Products is well known by those 
who insist upon the best and most 
economical. Let your trade know 
you carry Speco products—there 
is a good profit in these steady 


sellers. 
Write for prices. 














Granite 
Cutters’ 
Tools and 


Supplies 


Complete catalog on request 


TROW & HOLDEN CO. 


Barre, Vermont 











MILBRADT 
LADDERS 


will pay for themselves in a 
hort time by enabling you 
to wait on more trade, save 


ing the appearance of 
your store up to date. 


Write for catalogue show- 
— a large number of styles 
suitable for all kinds of 
shelving. 

Milbradt Mfg. Co. 
2411 N. 10th St. 


St. Louis, Mo. 


The 100B Can Opener— 
Combination Bottle Opener 
and Corkscrew 






There is nothing else like the 
Vaughan 100B Can Opener. 
It is the only can opener 
retailing for a dime that has 
been nationally advertised. Over 
thirty million now in use. Sold 
all over the world. Its High 
Carbon Tool Steel Blade is 
spring tempered, flexible and 
given a_ remarkable finish. 
Assembled with costly tubular 
rivets. 

Send for details of this attrac- 
tive four-color counter dis- 
play carton. Ask for Catalog 
20-H. It will make money 
for you. 


VAUGHAN 
NOVELTY MFG. CO. 
3211-25 Carroll Ave., Chicago, 





U. S. A. 























Our New Lower Priced Mincer 
No. 210 


With highly finished 
STAINLESS STEEL 
BLADE has a very 
sharp 5 in. cutting 
edge and burnished 
nickel plated 
handle. Sold 
by— 

Factory 
Representatives: 
John H. Graham 
& Company, Inc. 


— 7 —_ 113 Chambers St. 
New York City 










210 «0 
STAINCESS 
7 VsaA 








ANCHOR 
All Steel 


TRUCKS 


Your customers will welcome an intro- 
duction to this truck. Made in all 
types and sizes. 

Ask your jobber for complete informa- 
tion or write to us for Catalég 102. 


Anchor Post Fence Co. 
9 E. 38th St., New York, N. Y. 
Branch Offices in Principal Cities 
STRONG as steel 
LIGHT as wood 
















THE mVOOS > CO. 161 Porter St., New Haven, Conn, 
ee 




















CUSHION TIRE 
of [ADDERS 


FREES 
+ 
=== MODERNIZE 
: = STORE METHODS 


To provide adequate storage facilities for 
shelf stock—to make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 

MYERS NOISELESS CUSHION TIRE STORE 
Deep tread steps, full length hand grips, rubber tires, 
overhead track system, firm construction throughout, 
eliminate vibration and noise and produce a ladder 
of ample strength for safety, convenience and 
efficiency One style only—neat of design— 
attractively finished —any height— 
easily installed—meets most 
requirements. Circular 
on request. 


lI 


























































































One-Piece 
(Cut-Out) 


Thumbtacks 


are quick sellers to students, clubs, 
offices and large organizations. 
Three Sizes 3"-7/16"-¥4” 
36-10c Metal Boxes in attractive, 
green Display Carton. Dealers $2.15. 
Send for illustrated folder 
and Price List including 


Celluioid Covered Marking 
and Numbered Thumbtacks, 


Moore Push-Pin Co. 
(Wayne Junction) Philadelphia, Pa. 
Your Customers expect 
the Genuine Moore Push- 
Pins and Moore Push-less 
Hangers used in “Nearly 
Every Home” for Hang- 
ing Up Things. Est. 1900. 








Moore Push 
Thumbtacks 


Superior 
One-Piece 














Shorp Moore Seo 


PushThumbtacks 


y 
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lassified Opportunities 











Set Solid, Minimum of 5 lines... .$3.00 


Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 


Classified Advertising Rates BOXED DISPLAY RATES Positions Wanted Advertisements 
Opportunity Exchange Section 1 inch aS _ $5.00 50% off rates quoted 
Each additional inch.... asa Address your advertisements and replies to 





Hardware Age, Classified Oppor- 





Average 10 words to a line 





Each additional line........... -60 ¥ - ce tunities, 239 West 39th St., New 
All Capitals, Minimum of 5 lines.. 4.00 Discounts for Classified Advertising York City 
Each additional line........... 80 4 insertions, 10% off; 8 insertions, 15% 


Allow One Line for Keyed Address Remittance Must Accompany Order publication. 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not 
be addressed to box numbers. 





HarpWare AGE is published each Thursday. 
Forms close Nine Days previous to date of 




















conflicting. 


January seventh. 


A Message to Manufacturers of Short Lines of Hardware, 
House Furnishing Goods, Home Electric Appliances, Tools 


and Specialties 


If you desire to increase your sales in the growing territory comprising the 
Pacific Coast States, this message is an invitation to discuss the subject with 
one who is generally credited with being a good Salesman and Merchandiser. 
Only a limited number of lines will be accepted; all kindred but non- 


Time contracts are not sought; nor will they be accepted. The writer’s sales 
ability has to produce results to justify a continuance of a Gentlemen’s agree- 
ment that may be discontinued at any time by either party. 


All Jobbers, many of the better Retailers and Manufacturers are acquainted 
with the writer’s work and results in the aforementioned fields. 


Appointments can be made for any time between December nineteenth and 


Address Box H-779, care of Hardware Age, New York 














BUSINESS OPPORTUNITIES 


BUSINESS OPPORTUNITIES 








FOR SALE 
HARDWARE STORE 


Well established business in Parkersburg, W. Va., occu- 
pying an excellent location which has been used for the 
hardware business for fifty years and enjoys an excellent 
trade. 
Stock is clean, up-to-date in every particular and will 
inventory (at cost or market, whichever is lower) around 
$17,000.00. } : 
This is an unusual opportunity to acquire a going business 
with good-will assured the purchaser by reason of its 
location and is only offered for the purpose of settling an 
estate which must now be done within a short time. Call 
or write: 

First National Bank, Trust Department, 


Parkersburg, W. Va., 


or 
James S. McCluer, Parkersburg, W. Va., 
Executors of the Estate of G. W. Niswander, Decd. 














SPLENDID opportunity for good man. We will rent a fireproof tin 
shop, 30” x 135”, with lights on four sides and plenty of skylights, 
equipped with full set of tools, situated in a town of 25,000 people, excel- 
lent location in business district, with a wonderful business, to turn over to 
a_ good party on reasonable terms. Capital required, $2,500 to $4,000. 
This is a gold mine for a good man. Address Box H-788, care of Harp- 
WARE AGE, New York City. 





FOR SALE—PATENT, SALES RIGHTS, tools stock and machines on 
patented hand tool now on the market. Total value of stock, equipment 
and machines $60,000. $25,000 cash, the balance in stock or interest 
_ the business. James A. O’Connell, 392 George St., New Brunswick, 





HELP WANTED 





WANTED—SALESMEN to sell Builders Hardware lock line to retail 
trade as side line on commission basis in Iowa, Pennsylvania, Ohio, New 
Jersey, Delaware, Maryland or sections thereof. Write full particulars to 
Box H-762, care of Harpware Ace, New York, N. Y. 
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HELP WANTED 








Wanted — Experienced Hardware Men 


Men of proven ability—Salesmen, Managers, Quotation Men, Esti- 
mators, Stock Clerks, Order Clerks, Shipping Clerks, Packers, 
General workers and all office help. 
ABBYE EMPLOYMENT AGENCY, INC. 
Remington Building 


113 W. 42nd Street Bryant 7374-5-6 














WANTED—BILL CLERK—To price sales sheets and figure profits. 
Salary $100.00 per month. Louisiana—Address Box H-791 care of Harp- 
ware AGE, New York. 


POSITIONS WANTED 








POSITIONS WANTED 


EXPERIENCED HARDWARE SALESMAN with versatile selling ex- 
perience, good following. Eight years with prominent manufacturers agent, 
covering New England, New York, Ohio, Indiana, Kentucky. Selling job- 
bers and retailers. Can specialize on any product. Seeking a wider field 
and bigger opportunities. Address Box H-792, care of HArpware AGE, 
New York. 

Manager or Assistant Manager or Manager of Department. For owner 
who wishes to retire or who needs competent assistant. Over 20 years’ 
experience in various capacities. Wholesale and retail. Age 40, married. 
Can make change immediately. Address Box H-761, care of HARDWARE 
Act, New York, 


HARDWARE DESIRES 


EXPERIENCED BUILDERS SALESMAN 
a position with Manufacturer, Jobber tr Retail store, capable of taking 
charge of a Builders Hardware Department, references readily furnished. 
Address Box H-789, care of Harpware AGE, New York. 





SALES ACCOUNTS WANTED 





HELP SPECIALISTS 


FOR THE HARDWARE INDUSTRY 
MALE AND FEMALE 
EVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMES THB WEEKLY SALARY INVOLVED 
ABBYE EMPLOYMENT AGENCY, INC. 


Remington Building 
113 W. 42nd Street Bryant 7374-5-4 


NEWLY ORGANIZED FIRM IN WASHINGTON, aie C., wishes to 
act for manufacturers who desire representatives for government business. 
Will also cover Maryland and Virginia. Address W. J. Tidball, 1349 
Montague St., Washington, D. C. 

~ SAL ES “ENG INE ER_ ing over New. York State territory for articles 
sold generally to cities and municipalities desires two more good items, 
builders’ hardware, tools, machinery, paints, metals, tool steels, etc. 
References. At present in New York City. Address Box H-787, care of 
Harpware AcE, New York City. 











A GENTLEMAN WITH QUALIFICATIONS THAT fit him 
for a position as an executive of a firm adjacent to the Metropolitan 
District or as an assistant to a busy executive is desirous of obtain- 
ing such a position. 

Sixteen years’ engineering experience in the shop, drawing room on 
design, planning control and production of product. Last seven years 
in the actual sale of distribution of product through the jobber. Age 
37, married, engineering education. Best of references. Salary 
desired $5,000.00. Address Box H-796, care of HARD- 
WARE AGE, New York. 














Manufacturer with high-grade line desiring to become better established 
with the Wholesale Hardware and Mill Supply Jobbers of the South has 
opportunity to secure services of man having years of experience and 
personal acquaintanceship in this territory, and is thoroughly capable of 
putting your line across. Only manufacturer of quality goods who is 
willing to pay well for ability to render high-class service considered. Am 
at present employed, but am looking for a larger opportunity, with its 
subsequent larger earnings. Address Box H-778, care of Harpware AcE, 
New York City. 


EXPERIENCED HARDW ARE MAN | 37 YEARS O OL D desires. a per- 
manent position. Willing to invest part of salary in business. Fourteen 
years experience buying, clerking, collection managing, outside selling in 
general hardware, china ware, household furnishings. Familiar with store 
management. Will go anywhere and am open for a position now. Address 
Box H-794, care of HARDWARE Ace, New York. 





YOUNG MAN, AGE 20, wou LD LIKE to learn Hardware, whole- 
sale or retail in Middlewest or Southwest, but can go elsewhere. High 
school graduate. Not afraid of work. Can furnish reference as to hon- 
esty, etc. Address Box H-793, care of HArpWaAre AGE, New York. 

~ HARDW ARE MAN, AGED 24, thoroughly experienced in genere i hard- 
ware and stoves, electrical and automobile supplies. Having had six years 
retail and one year wholesale experience. Desires to make new connection 
with a large concern. Can furnish excellent references. Address Box 
H-795, care of HArpware Ace, New York. 








SALES REPRESENTATIVES WANTED 


WANTED—Hardware and Sporting Goods 
ability to call on retail trade in eastern territory. 
Pressure Stoves, Camp Stoves, Water Heaters, 
and Lanterns. Must give Bond and drive own car. 
care of Harpware Ace, New York City. 





salesmen of mechanical 

Leading line Gasoline 
Radiant Heaters, Lamps 
Address Box H-784, 





OPENINGS on rope and binder twine selling force in Eastern Pa., N. J., 
Tll., Northern N. ait Minn., Wis., Dakotas, Neb., Kans., Col.,. Okla., 
Mo., Ky., Tenn. Cordage experience necessary ; exceptional man metro- 
politan district; full particulars first letter; references confidential. Ad- 
dress Box H-769 care of Harpware Ace, New York, N. Y. 








sports 


MANUFACTURER OF NATIONALLY KNOWN WINTER 
articles has opening | for three or four first class salesmen to cover Eastern 


and Northwestern U. S. Fine opportunity for ambitious young men of 
proven ability. We have the best known and most widely advertised line 
on the market. Address Box H-790, care of Harpware Ace, New York. 





MANU! FACTI RE RS OF COMPI. ETE LINE of Lawn Sprinklers wants 
Sales Representatives for the best Sprinkler Proposition in America. Nation- 
ally known line. Good commissions and credit for reorders. Some very 
choice territory open. Season just opening up. Answer at once stating 
lines vou handle and territory wanted. Manufacturing Company, 
3806 Montrose Ave., Chicago, III. 


NATIONALLY ESTABLISHED MANUFACTURER has _s splendid 
opportunity for experienced commercial traveler able to command volume 
husiness. selling dog furnishings, police billies, pistol holsters, gun cases 
to retail trade. Full details first letter. Box 130, Patterson Post-Office, 
Baltimore, Md. > 











Old reliable manufacturer in the States wants commission men in Canada 
handle wire goods and light hardware calling on hardware artd department 
stores. Address Box H-772, care of Harnware Act, New York City. 


COMMISSTON SALESMEN IN 
hand tools and hardware specialties. 
represented. Address Box H-638, 





EACH STATE for manufacturer of 
Advise territory covered and houses 
care of HArpware Ace, New York. 











Seymour Smith “Handy Grass Shears” 


A complete line of 
Grass Shears, 
Pruning Shears and 
Tree Pruners. 
ABSOLUTELY 
GUARANTEED 
Send for New 
Manafactured by Catalog. 
SEYMOUR SMITH & SON, INC., Oakville, Conn. 
Sales Representatives: John H. Graham & Co., 113 Chambers St., New York 











Robertson “Horseshoe Magnet” Hammers 


Permanent magnet which holds 
the tack in position for driv- 
ing. Awarded the Silver Medal 
(the highest offered) at the 
Good Profit. 

Name and design trade marks registered U. 8S. Pat. Off. 


ARTHUR R ROBERTSON 94 Portland St., Boston, Mass. 





Panama-Pacific Exposition. 











HACK “JTL NOX” saws 


QUALITY 


SERVICE 
OISTINCTION 


svc 


: “The Toots in the Plait Bar” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS 


MACK SAWS ~ BAND SAWS - SCREW ORIVERS ~ GLASS CUTTERS 


PITTSBURGH 
roof Products 


Glass-Paint-Varnish-Brushes 
PITTSBURGH PLATE GLASS CO. 
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INDEX TO ADVERTISERS 








THE ADVERTISERS INDEX is 


hiished 
a! 





a and not 
No allowances will be 


as a part of the advertising contract. Byvery care will be taken to index correctly. 
made for errors or failure to insert. 
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Allen Manufacturing Co...... 86 
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Aluminum Cooking Utensil Co.. 
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Aluminum Wares Association. . 
American Chain Co.......... 
American Flyer Mfg. Co.. 

American Fork & Hoe Co..... 
American Gas Machine Co.... 
American Handle Co.......... 
American National Co......... 
American Radiator Co........ 
American Ring Co............ 
American Saw & Mfg. Co.... 89 
American Screw Co.......... — 
American Shearer Mfg. Co.... — 
American Sheet & Tin Plate Co. — 
American Steel & Wire Co.... 78 
American Stove Co........... _ 


American Telephone & Telegraph 
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Bissell Carpet Sweeper Co..... 
WE SEU Dieses ase s acs Es 
Bisiedell. Pencil Co......5...;.. 
Bommer Spring Hinge Co..... 
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Boston Varnish Co.......... 


Bowen Products Co........ 


Boyer Chemical Laboratory Co.. 
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Bright Star Battery Co....... 
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Brown Fence & Mfg. Co., H. L. 
Brown & Sharpe Mfg. Co..... 
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Buckeye Alum. Co............ 
Buffalo Wire Works Co., Inc... 
Burgess Battery Co........... 
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Burnley Battery & Mfg. Co.... 
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Cable Saptly Co.,..cscicccces 
Caldwell Mig. Co.......5.00. 
Carborundum Co. ............ 
oR a SR eee 
Casement Hardware Co....... 
Chain Products Co........... 
Challenge Refrigerator Co..... 


Chamberlain Co. .........-..- 


Chamberlain-Haber Chemical Co. 


Cheney’ & Sons, S.s00 060055. 
Chevrolet Motor Co..........-. 
Chicago Roller Skate Co....... 
Chicago Solder Co.......... 
Chicago Spring Hinge Co..... 
Churchill Mfg. Co............ 
Clayton & Lambert Mfg. Co. 
Clemson Bros., Inc........ 
Cleveland Stone Co., The.... 


Cleveland Twist Drill Co...... 


Cleveland Wire Spring Co.. 

Coates Clipper & Mfg. Co...... 
oo ei eee 
Coldwell Lawn Mower Co..... 
Columbia Tire & Rubber Co.. 
Columbian Rope Co........... 
Comstock-Bolton Co. ......... 
Congoleum Nairn, Inc. 
Connecticut Valley Mfg. Co... 
Connors Hoe & Tool Co...... 
Consolidated Electric Lamp Co.. 


Continental Paper & Bag Mills 
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Continental Screen Co......... 
Cook Company, H. C......... 
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Cordliey & Hayes............. 
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Cyclone Fence Co......scs000 
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Damascus Steel Products Corp. 
Davis Tool & Engineering Co... 
Day-Fan Electric Co.......... 
Dazey Churn & Mfg. Co..... 

De Laval Separator Co........ 
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Detroit Torch & Mfg. Co...... 
Detroit White Lead Works... 
Devoe & Raynolds Co., Inc..... 
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Diamond Calk & Horseshoe Co. 
Diamond Saw & Stamping Co.. 
Diener Mfg. Co, Geo. W...... 
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Display Material Co........... 
Disston & Sons, Inc., Henry.. 
Dixon Crucible Co., Joseph.... 
Domes of Silence Co., Inc..... 
Donley Mfg. Co., The......... 
Double Action Electric Co..... 
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Duluth Show Case Co......... 


DuPont de Nemours & Co., 
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Eagle-Picher Lead Co......... 
Eberhard Mfg. Co.. 

Plumber Co........ 
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Economy 


Electric Sprayit Co., Inc...... 
Evansville Tool Works........ 
Bwereds Gb... The. ccs ccseves 


F. & N. Lawn Mower Co., The 
Fate-Root-Heath Co. ......... 
Faultless Caster Co...... 
Ferdinand & Co., L. W........ 
Folsom Arms Co., H. & D.... 
Foster Bolt & Nut Co........ 
French Battery Co............ 
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Gendron Wheel Co........... 
General Chromium Corp... 

General Fireproofing Co....... 
General Wheelbarrow Co...... 
Gilbert & Bennett Mfg. Co.... 
Globe Stove & Range Co....... 
Gold Medal Products Co...... 
a © Se ee en 
Good Housekeeping .......... 
Graff-Underwood Co. ......... 
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83 
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Grand Rapids Hardware Co... 
Gray“ Dadiey Co. ....225... 
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Green Company, Inc., The..... 
Greene, Tweed & Co.......... 
Greenfield Tap & Die Corp.... 
Greenlee Bros. & Co.......... 
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Grigsby-Grunow-Hinds Co. 
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Moller & Co... We Cocecsciss 
Hercules Chemical Co......... 
Hercules Powder Co.........- 
Herschel Mfg. Co., R......... 
Hill Brass Co., N. N..... 

Hillerich & Bradsbv Co........ 
Hoett Cokes ics 3070 80000549 
Hohner, Inc., M........-+++-> 
Hoppe, Inc., Frank A......--- 
Horton Mfg. Co.......---+++- 
Howes Co., S. M....-----e00% 
Huenfeld Co.. E. H.......--- 
Hunt & Sons, William.....--- 
Hunt, Helm, Ferris & Co.....- 
Hurley Machine Co........-+> 
Hygrade Lamp Co......-++++- 
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Imperial Bit & Snap Co......- 
Independent Lock Co.....---- 
Indiana Rolling Mill Co.....-- 
Indiana Steel & Wire Co...--- 
Ingersoll Watch Co.......---- 
International Silver Co.....-- 
Interstate Electric Co.....---- 
Irwin Auger Bit Co.....-----> 
Ives Co., H. B...---+eeeeeees 
Ives Manufacturing Co......-- 
Ives Mfg. Co., W. A..-eeeeeee 


Iwan Brothers .....--++++++> 


Tackes-Evans Mfg. Co.....---- 
Jennings Mfg. Co.. Russell.... 
Johnson Arms & Cycle Works. 
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Kawneer Co. ...--seeeeeeeees 
Kelly Axe & Tool Co......--- 
Keuffel & Esser Co.........-- 
Keystone Lantern Co.........- 
Keystone Mfg. Co........+-+- 
Keystone Steel & Wire Co..... 
Kimball Bros. Co............ 
Te eS ane ee 
Kohler Die & Spec. Co........ 
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IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 


CBTES 


Makers of Precision 


Hair Clippers 
Horse Clippers 
Animal Clippers 
Since 1880 
COATES CLIPPER & MFG. CO. 


Worcester, Mass. 











The SNELL CONSTRUCTION BIT 


Stiffer, Stronger, Tougher! 

The Screw, the Spur, the Throat, 

the Cutting Edge and the Clear- 

ance are the important points by 

which a bit is judged. All Snell 

bits are judged by these points. 
Write for catalog today. 





BIT 


Snell Manufacturing Company, Fiskdale, Mass. 


Sales Representatives : 
John H. Graham & Co., 113 Chambers St., New York City 








This Handsome Metal Display Cabinet 
Free with Every Premax Order 


There’s no time like the 
present to cash in on 
house numbers. Write us 
for full details on this 
modern sales method and 
its complete assortment 
of Premax House Num- 
bers, including the popu- 
lar Hy-Caste and De- 
Luxe Models. 


PREMAX PRODUCTS 
NIAGARA METAL STAMPING 





The Premas eager 
creates sales 
keeps your stock “a 
Dept. HA-6 numbers clean and 
Niagara Falls, New York orderly. 
















Wire Products 


for every need 





Nails of all kinds, Staples, 
Cambria Fence, Barbless, 
Twisted and Barbed Wire, 
Processed Wire, Bright and 
Galvanized Wire, Wire Rods, 
and Steel Fence Posts to 
standard or special analysis. 





BETHLEHEM STEEL COMPANY 
General Offices: BETHLEHEM, PA. 


BETHLEHEM 














Look for the full name 


SEES Jennings 


tampe n th 


Auger Bits 


Tl vW 


a, 


INU 


Russell Jennings Mfg. Co. 
Chester, Conn. 


Osborne High Grade Punches 


Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 
— Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 

‘ools. ' 

The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. Try us. 

Write et Catalog. 


C. 8S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 














ei, JEFFERY’S 
a WEtatetS 
—— Glues 


_— ae 


rs 


Hand Out the Cans—Ring Up the Sales 
Save time and selling costs. Customers show no 
indecision in choosing marine glues—Jeffery’s has 
been the standard over 50 years. Every boat and 
canoe-owner needs it. Write for details—and 
profits! 


1 LW. Ferdinand € Co. ¢" ( 4 


152 hneeland St 


—n = 
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Stock these chain specialties 


for early 1928 selling 


* 


wk 






Tie Out Chains 
Bulldog Tie Out chains with 
ring and swivel snap, swivels 
every 10 feet, are packed 1 to 
carton, or 1 in stout canvas bag. 


Coil Chains 
Packed on reels and in kegs. 
250 feet on reels. Made in 
17 sizes. 


Porch Swing Chains 
Bulldog pattern, Y-type chains 
packed in sets of 2 chains with 
ceiling ee in carton; straight 
type, with S hooks and ceiling 
hooks, 4 chains packed in carton 


Hodell Tire Chains 
Made in a full list 
of sizes for both 
high pressure and 
balloon tires. Has 
new hodell 1-piece 
ONE-HAND end 
Fastener. 


GAIN at the turn of the year—and again there 

is ample evidence that Chain is rapidly re- 
placing less durable cordage all along the line from 
cow ties to sash suspension. Chain can’t rot or fray— 
lasts longer than other materials wherever it is used. 


Are your stocks complete? Check up at inven- 
tory and see if you have been passing up some of 
these profitable chain sales—on the ready-to-sell 
specialties in particular. You can get Hodell chains 
from your jobber. Catalog on request. 


THE CHAR PRODVUETS £9 
3934 Cooper Avenue Cleveland, Ohio 
Established 1886 
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Hodell 
Sash Chain 


Hodell No. 75 


*Sash Chain may 


“ 
be used on all f 
small home con- § 
struction. Costs 
no more than f 
cord. Packed 100 
feet in bag. oad 

Hodell LG IN. 
woven link J. Ary 
is patented. “ 
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EN you sell a can of lacquer, sell a Wooster 
Foss-Set Brush. The Bristles Can’t Come 
Out! Lacquer hasn’t changed that fact. Foss-Set, 
the most remarkable setting ever developed, per- 
manently holds the bristles in the brush. Foss-Set 
Brushes are made only by The Wooster Brush 
Company, Wooster, Ohio, and are nationally ad- 
vertised. 





Ted the Tester 


188 pounds on a 

Wooster Paint 

Brush—an actual 
test. 


A CAN OF LACQUER DESERVES A DECENT BRUSH! 


ees ee 


pirencapraricanenmicrsamaesnm rete Hence 


WOOSTERBRUSHES 


FOR PAINTING —VARNISHING — ENAMELING — LACQUERING — KALSOMINING 








